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Sparks |Sales, Output Eclipse ’29 Records 
As Steel Pinch Forces Cutbacks 


The State of the Nation’s Econ- 


omy: 
Up 
Home Financinc — Savings asso- 
ciations loaned more for this pur- 
pose in August than in any previous 
month in their history—$341,314,000. 
Best month since July, 1948. 

Tota. Dest—For all borrowers 
in the U. 8., it was up $14 billion 
to $429 billion on Dec. 31, 1948, 
compared with a year earlier. 
MacuHiNeE Toots—September orders 

as reflected in the trade associa- 
tion’s index: Sept., 57.7, against 
51.5 for August. 

Gasotine Stocks — Higher by 
60,000 barrels over preceding 
week. 

PaPer—Mill production jumps to 
99.6 percent of capacity, highest 

' week this year, but 2.2 percent 
' under same week in ’48. 


Down 


Auto Output — Week’s total of 
134,159 vehicles in U. S. plants is 
_ slightly below previous week’s 135,- 
| 724, but well ahead of the 111,388 
_in the same week a year ago. 
_ Department Stores— Dollar vol- 
'ume of sales dropped 13 percent 
from same week a year ago. 
Construction—Contract awards 
of $121,542,000 receded 15 percent 
from the previous week and 6 
percent from same ’48 week. 
_ CarLoapincs— Dipped 36 percent 
under corresponding week last 
_ year, but virtually held their own 
with previous week. 
Inte Pay — Jobless insurance 
claims declined 27,000 in week 
ended Oct. 15. New claims fell to 
282,100 against 309,100 in the pre- 
ceding week. Before the coal and 
steel strikes were felt, the total 
of initial claimants was 218,400. 
Russer CoNsuMPTION—For new 
product it was 74,765 long tons, 
_ nearly 5 percent less than August. 
| For first nine months, off 10 per- 
cent from same period a year ago. 


General 


Minimum Pay —President Tru- | 


_man last week signed into law the 
'75-cent minimum wage bill. Cost- 
-ing an estimated $300,000,000 an- 
‘nually to employers, it not only 
provides a statutory level for 
_ wages, but also covers further re- 
' strictions on child labor. 
' Among the exemptions is one 
for retail or service establishments 
| generally if over 50 percent of their 
"annual dollar volume of sales is 
| made within the state. 
i: 
P| 
; Top Cars 
| New-car registrations for eight 
{ months, plus 82 states for Sep- 
} tember: 
1949 Pos. 
1—709,176 
2—533,788 
8—354,682 
4— 265,435 
5—221,154 
6—186,280 
I—177,315 
8—133,333 
9—120,412 
10—106,101 
ll— 97,318 
12— 88,657 
18— 72,134 
14— 69,839 
15— 57,343 
16— 46,390 
17— 27,292 
18— 20,857 
19— 13,9383 
20— 8,085 
21— 4,571 Ang.-Pref. 1,494—22 
22—_ 2,188 Austin 6,940—21 
Total All Makes 
3,319,980 2,433,721 
For further details see page 
| 18, today’s issue. 


Make 
ev. 

Ford 
Plym. 
Buick 
Pontiac 
Olds. 
Dodge 
Stude. 
Mercury 
Hudson 
Nash 
Chrysler 
Packard 
DeSoto 
Cadillac 
Kaiser 
Lincoln 
Willys 
Frazer 
Crosley 


1948 Pos. 
500,946— 1 
285,121— 2 
240,049— 3 
178,127— 4 
162,969— 5 
129,765— 7 
152,224— 6 
103,3386— 8 

87,690— 9 
79,419-—12 
84,785—10 
75,208—13 
55,762—15 
57,699—14 
41,776—17 
83,452—11 
19,852—19 
15,621—20 
47,068—16 
20,191—18 








Car Registrations / 


Near 4,000,000 


Volume Runs Higher 
Than Expected in 
September, October 


By Bob Gordon 


Associate Editor 


Ase on preliminary reports, 
new-car sales this year already 
have exceeded the alltime high for 
a single year—3,880,206 units set in 
1929. 

New-truck sales this year, al- 
though running about 100,000 units 
behind last year’s record-breaking 
pace, are far ahead of 1929’s final 
figure of 527,057. New-truck sales 
in the first 10 months of this year 
were an estimated 790,000. 


By mid-November, 1949, new-car 
registrations are expected to pass 
the four-million mark. It will be 
the first time in history the new- 
car dealers have delivered four 
million or more new automobiles 
in one year. 

Although the sale of four mil- 
lion new automobiles appeared a 
distinct possibility in the middle 
of this year, virtually no one 
expected the figure to be reached 
before December. 


Unexpectedly strong buying dur- 
ing September and October drove 
new-car sales close to four million, 
and sales in the first two weeks of 
November should be more than 
enough to surpass that mark, it is 
believed. 

* * * 
| tad THE first nine months of this 
year, new-car sales had exceeded 
the similar period of 1948 by almost 
one million units. 


On the basis of reports from 
metropolitan areas, it is believed 
that October sales weré as high or 
nearly as high as those of Sep- 
tember. 

September sales are estimated 
to have been about 40,000 under 
those of the record-breaking 
month of August, when 478,556 
new Cars were registered. 


With 32 states—which normally | 


comprise 52 percent of the national 

registrations—reporting 231,331 new 

cars sold in September, the final 
(Continued on Page 29, Col. 3) 


Over the To 


Car Production Estimates 
By Automotive News 


(U. S. PRODUCTION ONLY) 





Week 
Ended 


CHRYSLER 
Chrysler 


Plymouth 





Lincoln 

Mercury 
GENERAL MOTORS . 

Buick 

Cadillac 

Chevrolet 

Oldsmobile 

Pontiac 
KAISER-FRAZER 


Total Cars, U. S. ...115,289 
Total Trucks, U. S...18,370 
Total Cars, Trucks 

Sw cla k 66.6 bate eeekib-d 134,159 
*Revised. 


Epiror’s Note: To _ ascertain 
marketing conditions in the 
southeast, Automotive News last 
week sent Managing Editor Bob 
Finlay on a swing through five 
states—Georgia, Alabama, Ten- 
nessee, North and South Caro- 
| lina. Here is the first of his re- 
ports; others will follow: 

By Bob Finlay 

Managing Editor 
| A NNISTON, Ala.—Dealers here in 
the south say the auto market 
|is bent a little, but far from broken. 





Small K-F Car by Spring? 
Dealers Told It’ll Be ‘Lowest in Low-Priced Field’ ; 
Two Other ’51 Models Due by Summer 


Ts air of mystery surrounding 
Kaiser- Frazer Corp.’s future 
plans in the auto industry was 
much more fathomable last week. 
At press time Thursday, Auto- 
motive News learned from an un- 

impeachable source that K-F 
plans next year to introduce three 
new cars, new from bumper to 

bumper, one of which will be “the 
lowest-priced car in the low- 
priced field” (according to com- 
pany officials). 

Edgar F. Kaiser, K-F president, 
told dealers at a Detroit meeting 
that the low-priced car would be 
ready for the spring market. The 
other two, designed for the medium 
and medium - high - priced market, 
will be ready in June, it was said. 


These cars will probably offer au- 
tomatic transmissions. 
* * + 


‘TRS meeting was the first of a 


ers throughout the country, explain- 
ing what use the company will 


Finance Corp. 

Kaiser told dealers from the 
Detroit area that tooling for the 
contemplated low-priced car had 
already been farmed out. 

A picture of the low-priced job 
was shown to those present. Kaiser 
told the dealers that allotment of 
the low-priced cars would be based 
on sales between now and next 
spring. He said the low-priced car 

(Continued on Page 28, Col. 4) 





22,601 


111,388 


Market Bent, Not Broken, 
Say Southeast Dealers 


series to be held with K-F deal- | 


make of the $44,400,000 in loans it | 
is due to get from Reconstruction | 


dan, 1 dan. 1 


to 
Oct. 30, 
1948* 

659,509 
96,159 
73,605 
187,150 
302,595 
572,897 
415,034 
31,532 
126,331 
1,318,539 
226,767 
54,824 
658,264 
167,980 
210,704 
154,512 
49,364 
105,148 
26,088 
106,086 
96,829 
75,431 
137,325 


Week 
Ended 
Oct. 22, 
1949* 
30,025 

3,904 
2,752 
9,006 
14,363 
25,692 
“20,032 
926 
4,734 


Oct., 
1949 

to Date 
121,559 
16,649 
11,189 
36,235 
57,486 
103,707 
81,645 
3,366 
18,696 
190,049 
30,279 
6,708 
102,748 
23,648 
26,666 
4,252 
3 
4,249 
481 
6,682 
14,836 
6,815 
22,042 


to 

Oct. 29, 

1949 
982,273 
130,645 
95,233 
266,661 
489,734 
910,311 
708,670 
31,941 
169,700 
1,916,929 
342,368 
74,382 
963,230 
249,688 
287,261 
57,984 
6,463 
51,521 
7,971 
123,135 
124,321 
96,469 
188,524 


7,438 
1,759 


473,814 3,170,131 4,436,969 
77,794 1,154,945 989,764 


117,411 
18,313 


185,724 551,608 4,325,076 5,426,733 


Next year, most of them said, can 
be a good year: 

1. If dealers use their heads— 

and keep them; 

2. If they work hard and know- 

ingly, and 

$. If they get cooperation from 

the factory on delivery of the 
| kind of cars their customers will 
buy. 

On that last point, several dealers 
jasserted that they can increase 
|sales if they get more cars with 
| standard transmissions, rather than 
| automatic, and if they can get more 
|standard and fewer deluxe models. 
| 7 * * 

As A RESULT, while the lower- 
priced makes will start coming 
lout with automatic transmissions, 
|the medium-priced makes may de- 
|ecrease the number from the high 
levels of this year. 

| This shouldn’t be taken as an 
indication that the dealers or the 
customers have any complaints 
lagainst the automatic transmis- 
(Continued on Page 29, Col. 1) 


By Mac Gordon 

Associate Editor 

| | OWER-PRICED models are tak- 

ing a bigger bite out of the 

|new-car sales and production pie. 

Sales breakdowns from the field 

and production reports from the 
factories point to the gradual 
evolution of a trend towards 
“stripped-down” and six-cylinder 
cars, Automotive News finds. 
The latest national registration 


Swing to Cheaper Cars 


'Year’s Production 


Tops 5,400,000 


But Week’s Total Dips 
Slightly to 134,159; 
GM on 4-Day Basis 


By Bernie Thomas 


Associate Editor 


URNING out an estimated 134,- 

159 units last week, U. S. plants 
sent total vehicle production so far 
in 1949 past that for any previous 
full year. 

So far in 1949 a total of 5,426,733 
vehicles have been assembled, while 
5,358,420 units were produced in the 
previous record year—1929. 

But even this new _ record 
couldn’t eclipse the fact that ve- 
hicle makers faced the almost 
immediate prospect of mass shut- 
downs, even if the steel strike is 
settled soon. 

Last week’s U. S. vehicle output 
—115,289 cars and 18,870 trucks— 
slightly below that of the previous 
week’s. 135,724 accounting—117,411 
cars and 18,313 trucks. However, 
the sustained output had a pro- 
nounced effect on dwindling steel 
supplies. 





* > 


Most U. S. plants, still planning 

operations, rolled into this 
week with steel stocks that were 
perilously low. This, coupled with 
supplier uncertainty, made it neces- 
sary for those makers to plan out- 
put on an uncertain day-to-day 
basis. 

It was a deteriorating situation 
that almost made _ production 
officials look with irony at sta- 
tistics showing that in the past 10 
months, 4,436,969 cars and 989,764 
trucks had been built for a total 
of 5,426,733 vehicles. 

They could find little solace in 
the fact that this was a total that 
already exceeded the 5,358,420 turn- 

(Continued on Page 30, Col. 1) 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


135,724 


Prev. 
Week 


134,159 


1948 


Last 
Week 


Week 


For complete production totals 
by makes, see table, page 30. 


figures point up the expansion in 
sales of lower-priced cars. Sales in 
| the so-called “low-price group” 
| were 54 percent of the total in the 
1949 period recorded to date, con- 
trasted with 48% percent for the 
same 1948 period. 
+ . > 
|" ‘HE rise in retail sales of lower- 
priced models is also borne out 
(Continued on Page 28, Col. 1) 





Used-Car Prices 
Continue Slide 
Despite Strikes 


But Weekly Average 
Shows Smallest Dip 
In Past Six Weeks 


OPES that the steel and coal 
strikes might prop up used-car 
prices are fast fading among the 
majority of used-car dealers. 
There are still a few operators, 
however, who believe the strikes 
will stop the slide of prices, and 
—this week at least—they have 
the averages on their side. 
Automotive News overall average 
of used-car prices declined only $1 
this week, the smallest drop in 
more than six, weeks. “Firm” and 
“steady” prices were also reported 
by two Pennsylvania auction op- 
erators during the past week. 
+ 2 + 
N THE other hand, dealers in 
the Buffalo area blame the 
strikes for cutting used-car sales 
as much as 50 percent, Along with 
the decrease in volume has come 
a drop in prices, the dealers said. 
Some Buffalo dealers reported 
declines of $100 to $200 in the 
price of late-model used cars. 
One dealer who operates in an 
area where there are many 
steelworkers said his used-car 
business was off more than 50 
percent, He reported some of his 
used-car prices down as much as 


CHICAGO.—After Federal Judge 
Walter J. LaBuy took special pre- 
cautions to avoid a second mis- 
trial of Preston Tucker and seven 
associates, the fraud trial last 
week proceeded successfully past 
the testimony of Mark Mourne, 
Tucker’s first cousin and key fig- 
ure in the breakup of the first 
trial. 

But, as trial testimony mounted, 
defense lawyers threatened to call 
for another mistrial on the grounds 
that prosecutors were using “vic- 
iously harmful but incompetent 





$300. 

Another dealer in a steel-plant 
neighborhood said his used-car 
business was off about 30 percent, 
with prices also on the downside. 

+ * + 


AID a leading dealer in low 
\/ priced cars in South Buffalo, 
center of steel production: “Effects 
of the strike are very pronounced. 
All business firms are feeling it and 
the automobile trade especially. 
There is no rush to buy cars any- 
more, no matter how good the 
values offered.” 

The steel strike has idled more 
than 20,000 workers in the Buf- 
falo area with a weekly payroll 
of close to $1,500,000. 

In his weekly report of prices, 
Doc Greiner, Toledo auction oper- 
ator, states: “I don’t think the 
strike situation is going to help 

(See PRICES, Page 29, Col. 2) 


eee . 
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MAN-SIZED DRINK—This ‘bottle’ of whis- 
key was presented to NADA President George 
Ziesmer of Mankato, Minn., at the annual 
convention of Minnesota dealers. The over- 
Size glass and bottle came from the presi- 
dent of the National Barkeepers Assn. to the 













evidence.” 


A parade of prosecution wit- 
nesses testified among other 
things that Tucker “had visions 
of taking over Ford Motor Co.,” 
that Tucker Corp. made a $150,- 
000 down payment on the im- 
mense Dodge-Chicago plant with 
a rubber check, that $3,261,873 
worth of accessories were sold 
for non-existent automobiles and 
that Tucker offered a witness a 
$50,000-a-year job and then bor- 
rowed $500 from him. 

As the trial unfolded, witnesses 
related behind the scenes activities 
that led to formation and eventual 
decline of the company, with dis- 
sipation of $28,000,000. 

Prior to Mourne’s testimony, La- 
Buy warned the witness to prevent 
a re-occurrence of the incident 
which led to the mistrial. 


In the first proceedings, the trial 
was halted when Mourne referred 
to the criminal record of a defen- 
dant, Harold A. Karsten, alias 
Abraham Karatz, who served three 
years for a $55,000 bank embezzle- 
ment plot. 

Following this admonition, 
Mourne told how he was offered 
the secretaryship of Tucker Corp. 
in December, 1945, at $1,500 a 
month salary although he had no 
previous automobile company ex- 
perience. 

After accepting the position, his 
salary turned out to be $500 a 
month, part of which was paid by 
Ypsilanti Machine and Tool Co., 
Ypsilanti, Mich., a company owned 
by Tucker’s mother. 

Raymond A. Rausch, a vice-pres- 
ident of General Electric Co. and 


a former executive of Ford Motor 


Co., testified that late in 1945 Tuck- 


er offered him the job of executive 


vice-president of the proposed cor- 
poration at $50,000 a year. In Feb- 
ruary of the following year, Tucker 


president of the auto dealers, it was said.| hit Rausch for a $500 loan to “help 


N. Y. Group Blasts Factory Policies . . . 






























HISTORICAL MOTIF FOR CHICAGO SHOW—Frank H. Yarnall, president of the Chicago 
Automobile Trade Assn. (left) and James F. McManus jr., chairman of the show committee, 
unveil model of the stage setting for the 42nd annual Chicago Automobile show to be 
held Feb. 18-26 at the International amphitheater. Pageantry on a twice-a-day schedule in 
the central arena will honor Washington and Lincoln, whose birthdays coincide with the 
show, and will highlight the new passenger car models to be displayed. 


Details of Founding Told 
At New Tucker Trial 


defray expenses until some money 
came up,” the witness said. 

“Mr. Tucker was very enthus- 
iastic,” Rausch said. “He had 
visions of taking over Ford Mo- 
tor Co. He told me that some day 
he would be walking back to take 
over the company (Ford) that I 
came from.” 

After investigating the Tucker 
project, Rausch turned down the 
job offer, he said, adding that he 
asked Tucker to stop using the 
Rausch name in promoting the 
new firm. 

Arnold Peterson, former western 
sales manager for the company, 
told of a conversation he had with 
Tucker before the firm was cre- 
ated. 

“He (Tucker) said if the project 

(See TUCKER, Page 29, Col. 5) 


K-F Dealer Gets 
$4,000 in Suit 


Over a ‘Lemon’ 

PENSACOLA, Fla.—A jury here 
awarded $4,000 to the Green Motor 
Co. (Kaiser-Frazer), because a dis- 
gruntled service customer of the 
firm had painted his car with 
lemons and deprived the dealership 
of new-car customers. 

The customer, H. H. Snow of 
Pensacola, had sued the company 
for $2,500, claiming improper re- 
pairs to the engine of his 1947 
Kaiser caused it to burn out on a 
trip to Tampa, Fla. 

Green Motors filed a counter suit 
asking $15,000 damages after Snow 
painted a lemon on his car and the 
phrase, “ I bought a lemon. Don’t 
be a sucker.” 

The dealership introduced in 
testimony letters sent to Kaiser- 
Frazer Corp and signed by Snow in 
which he admitted that he knew of 
“10 sales I have killed by personal 
contact.” 

It was also shown that Snow had 
purchased the vehicle from a used- 
car dealer and that he was the 
fourth owner of the car. Snow 
maintained that, in repairing the 
engine of the car, the Green com- 
pany installed the main bearing 
upside down and placed the con- 
necting rods improperly. 

Mechanics from Ed Lee Motors 
(Studebaker) testified that the car 
could not have reached Tampa if 
the main bearing had been upside 
| down. 














Dealers War on Coercion 


N=w YORK.—Refusal by dealers 
-* to accept delivery of more cars 
and trucks than they have specifi- 
eally ordered, and opposition to 
arbitrary shipment of cars and 
trucks with accessories and extras 
not specifically ordered, were ad- 
vocated in resolutions adopted by 
the board of directors of the New 
York State Automobile Dealers 
Assn. at a meeting here. 

The board also adopted a reso- 
lution in favor of retaining ter- 
ritorial security and protection in 
selling agreements, which has re- 
cently been removed from Gen- 





eral Motors factory - dealer 
franchise agreements. 

These resolutions, recommended 
by the factory-dealer_ relations 
committee of the association were 
unanimously adopted by the board 
of directors. 

C. D. Henderson, executive vice- 
president of the association, an- 
nounced that the resolutions were 
being forwarded to the National 
Automobile Dealers Assn. in view 
of the fact that these were prob- 
lems on the national level and 
which would come within the juris- 
diction of the national organization. 


| PLANS for a statewide safety pro- 
gram, as recommended by the 
| safety committee, to encourage safe 
driving among youthful drivers 
were approved. A. H. Bartlett, 
chairman of the safety committee, 
outlined the procedure for this pro- 
gram and stated that a test pro- 
gram would be initially launched 
in the Binghamton area in con- 
nection iwth the local celebration 
of “Know Your Automobile Dealer 
Week.” 

Among other business was the 
adoption of a budget for the fiscal 

(Continued on Page 25, Col. 1) 
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Ford Pact OK’d, GM Talks Set... 
Pension Peace Seen 
For Auto Industry 


By Mac Gordon 


Associate Editor 


7 pension picture was a peace- 
ful one for the 
industry last week, in sharp con- 
trast to the mushrooming produc- 
tion stoppages arising from the 
steel and coal strikes. 

Scheduled opening of pension 
negotiations at General Motors 
and delay of a strike deadline at 
Chrysler augured lengthy but 
harmonious discussions on the 
UAW-CIO’s fourth-round de- 
mands. 

In addition, Ford workers com- 
pleted their vote ratifying the com- 
pany’s new pension contract with 
the UAW. The margin of rank-and- 
file approval was over four to one. 

At press time Thursday, however, 

federal mediators were still strug- 
gling to find keys to settlements of 
the pension disputes in the steel 
and coal industries. New concilia- 
tion efforts were being planned. 

+ * * 

ENERAL MOTORS and the 

UAW will commence prelimin- 
ary deliberations on pension and 
insurance plans on Nov. 7, nearly 
seven months before the May 29 
expiration date of the GM contract. 

A special clause in the two-year 
GM _ contract provides for the 
calling of “exploratory” talks on 
pensions and insurance proposals 
during the life of the contract. 

A corporation spokesman empha- 
sized that no changes in the union 
contract will be made before next 
May. The corporation will hold 
separate talks covering its 305,000 
hourly-rated workers with the 
UAW and the United Electrical 
Workers-CI0O, 

7 * * 

S ECONOMIC negotiations con- 

tinued between Chrysler and the 
UAW, it was announced that a 
strike deadline confronting Michi- 
gan workers of Chrysler had been 
postponed. 

The deadline was set by the 
Michigan state labor mediation 
board after Chrysler workers over- 
whelmingly backed strike action, if 
necessary, in a special election held 
by the state at the union’s request. 

During the Ford contract nego- 
tiations, the Michigan board also 
waived enforcement of a strike 
deadline set after an election 
conducted among workers in the 
state. 

Beyond an announcement that 
seven days’ notice would be re- 
quired before termination of the 
Chrysler negotiations, no further 
reports were forthcoming last week 
from the sessions in the corpora- 
tion’s Highland Park (Mich.) 
offices, 

* 7 o 

EDERAL officials were concen- 

trating on the month-old steel 
strike after failing to unravel the 
soft-coal deadlock. The latter shut- 
down was in its sixth week. 

But leaders of the CIO Steel- 
workers union and U. S. Steel re- 
mained adamant in the conflicting 
positions they took before the 
strike began. 

Union President Philip Murray 
declared at the CIO pre-conven- 
tion sessions in Cleveland that 
























automotive 








the strike would not be settled 

| until the steel makers agreed to 
accept the principle of non-con- 
tributory pensions. 

Irving S. Olds, chairman of U. S 
Steel, insisted that his company 
could not accept a pension arrange 
ment to which the participating 
employes did not contribute in part. 

A prominent U. S. Steel stock- 
holder, meanwhile, called on the 
corporation to forego its demand 
for employe contributions and ac- 
cept the non-contributory type of 
plan advocated by the President’s 
steel fact-finding board and 
adopted by Ford and the UAW. The 
stockholder was James W. Gerard, 
former U. S. ambassador to Ger- 
many, 

President Truman was not be- 
lieved ready yet to invoke the Taft- 
Hartley act to halt either the steel 
or coal strikes. The law permits the 
government to obtain an injunction 
against a national-welfare strike 
for 80 days, while efforts to reach 
settlement are conducted under 
government auspices, 


Tire Prices Hiked 
32% by Most 


Major Producers 


AKRON. — Goodyear and Fire- 
stone announced flat 3% percent 
increases on all tires and tubes 
last week. U. S. Rubber joined in 
Thursday, except it held the price 
line on Royal Master tires. 

These price rises were the first 
in almost two years. The last was 
in November, 1947. Other tire pro- 
ducers are expected to follow suit, 
but as yet they have withheld 
comment. 

The price hikes were said to be 
due to increased production and 
distributing costs, but they restore 
only part of the price cuts made 
last June by both firms. At that 
time prices on low-pressure tires 
were trimmed 5 percent and “first 
lines” were cut 7% percent. Com- 
petitive reductions were then made 
by other firms. 

Sales officials of other companies 
said that 3% percent is not enough 
increase. One said: “Even under 
the new schedule, prices will be 
lower than they were at the start 
of the year and our costs have in- 
creased since then.” 





British Car Exports Up, 


But U. S. Exports Drop 

WASHINGTON.—Great_ Brit- 
ain produced 196,709 passenger 
cars during the first half of 
1949, compared with 169,956 in. 
the same period last year, ac- 
cording to the Foreign Com- 
merce Weekly. 

British car exports in the pe-. 
riod totaled 100,112. However,,. 
the U. S. received only 3,084 of 
these, a considerable decrease: 
from the 8,285 for the same 
period of 1948. 








VALUES TODAY AND YESTERYEAR—Proof that today's cars offer greater value for les 


money than those built “in the good old days'’ can be foun 


d in this photograph, whict 


compares two Oldsmobiles built 39 years apart. The 1910 ‘'Limited'' four-door touring car 


famous for road performance in its day, weighs 5,000 pounds. 
The 1949 Series 88 convertible coupe weighs 3,845 pounds and sells for 


Lansing, when new. 
$2,586 in Lansin 
The early Ol 
powered b 
"Limited" he 


It sold for $5,000, f.o.b 


Jsmobile is powered by a six-cylinder 60-horsepower engine. The Series 88 i 
the new high-compression eight-cylinder 135-horsepower Rocket engine. The 
s two-wheel brakes on rear wheels and a sliding gear-type transmission, while 


the 88 has four-wheel hydraulic brakes and Hydra-Matic drive with “whirlaway" acceleration 


feature. 


It took several strong men to put u 


the “'Limited"' top and fasten the leathe 


straps to the radiator. The top on Oldsmobile's convertible today is lowered and raised by 


push-button automatic control. 
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T= is “Know Your Automobile 
Dealer Week.” Most column 
readers are engaged in the pro- 
gram. But it is not too late if you 
have neglected to act until now. 

An open house is always in order. 
Clean up the place. Get your staff 
interested. Then invite your citi- 
zens to open house. Give flowers 
to the ladies. Have souvenirs for 
the kids. Employ an orchestra. If 
you want to assure maximum at- 
tendance, give a television set, or 
automobile accessories, as door 
prizes. 

Selling the dealer’s importance 
develops an understanding public. 
When the public appreciates the 
contribution a dealer makes in 
serving satisfactory miles of 
transportation, then it becomes a 
friendly public. Dealers, as they 
enter the competitive period, need 
friends. 

Promoting the dealer is purely a 
dealer’s job. No one else is inter- 
ested. No one else can benefit by 
such promotion. Manufacturer’s 
promotion simply greases’. the 
tracks over which the manufactur- 
er’s product can be sold by any one 
of his thousands of dealers. When 
your manufacturer says in his ads 


Minn. Probing 
Misuse of Dealer 
License Plates 


MINNEAPOLIS.—License inspec- 
tors are investigating the misuse of 
automobile dealer license plates in 
Minnesota and it is reported that 
some dealers already have been 
asked to turn in their license plates 
to the registrar of motor venicles 
for revocation. 


It is reported that one of the 
violators has been using only one 
plate to a car; and that these plates 
are being used on cars sold, until 
the applications for 1950 licenses 
will be honored, thus avoiding the 
necessity of buying the last quar- 
ter 1949 license. 


In calling these violations to the 
attention of Minnesota dealers, 
Glenn Atcheson, MADA manager, 
said “such violations are very un- 
wise; because if the license of a 
dealer is revoked, it will be a dif- 
ficult matter to have a new one 
issued in his name; and if he has 
it issued in another name, it could 
be the cause of investigation and 
possible prosecution for perjury.” 





Atlantic City Assn. Plans 


‘Know Dealer’ Events 

ATLANTIC CITY.—The Atlantic 
County Automobile Dealers Assn. 
will stage a full-scale celebration 
of the NADA “Know Your Auto- 
mobile Dealer Week.” 


The program opens today (Oct. 
31) with full-page ads in papers 
throughout the county, inviting car 
owners to bring their cars to the 
dealers for free lubrication. A din- 
ner meeting is scheduled for the 
Madison hotel, with mayors of all 
the municipalities, heads of civic 
clubs and leading county political 
figures as guests of the association. 
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or in his radio programs, “See Your 
Nearest (Blank) Dealer,” is he not 
telling the public that it doesn’t 
make any difference where they 
buy his car? Doesn’t product ad- 
vertising alone encourage people to 
shop around for the longest used- 
car allowance? 
- o * 


Personality & Product 


HIS statement is not meant to 
be critical of a manufacturer's 
advertising. It is the policy, as well 
as the obligation, for any manu- 


facturer to promote his product to} w 


such an extent that he is indepen- 
dent of the retailer. This is true 
even for such an article as Wrig- 
ley’s Spearmint gum. The purpose 
of a manufacturer’s advertising is 


to force the sale of his product} 


through any outlet—outlets which 
may be located a quarter of a block 
apart on every commercial street 
in towns both large and small. 


The manufacturing executive 
has stockholders to consider. He 
must devote his advertising bud- 
get to product or institutional 
promotion. He hopes his dealers 
stand as good locally as the prod- 
uct does nationally, but he can’t 
assume the responsibility of pop- 
ularizing dealers in their local 
markets. 

It is the promotion policy of any 
retail merchant to sell himself so 
that people prefer to do business 
with him. Dealers need to wrap 
up their own personality with the 
product. They need to sell their 
own brand of “super réspons’‘bility” 
with each deal. They need to sell 
themselves into the hearts of the 
people in their market area. They 
need to sell themselves so ener- 
getically that people will prefer 
them to such an extent that they 
will cross the town, or cross the 
county, to do business with them. 


This “Know Your Automobile 
Dealer Week” is one of the most 
important activities ever promoted 
by NADA. It is fundamental. We 
are selling a specialty with the 
highest consumer acceptance. There 
is danger that we will lose our 
identity in the trade-name of the 
car, When we do, we suffer from 
long used-car allowance “itis.” 

. * . 


Make It Daily Effort 


Te only prevention and the only 
cure for sinking our profits 
down the rathole of long used-car 
allowance “itis” is to sell our dealer- 
ships and the importance of the 
contribution they make to the auto- 
mobile owner. By this means we 
de-emphasize the importance of the 
used-car allowance. By this means 
we attract more buyers to come to 
us first. We attract more people 
who will accept our fair used-car 
allowance, without shopping 
around, because they have confi- 
dence in us. 

The time has passed when any 
dealer can, for any length of time, 
trade exclusively on the trade- 
name of the car. Of course, any 
dealer wants all the advantage 
that his car’s acceptance will 
bring him. But identical cars are 
sold elsewhere. Competing cars, 
with the maximum degree of pub- 
lic acceptance, are sold as near 
as across the street. 

So if a dealer confines his pro- 
motion effort to just selling the 
product, he is selling cars for other 
dealers. If he tells his public what 
he stands for, what his investment 
in buildings, equipment, parts, man- 
power and his own life efforts, 








| dale; H. L. 








mean in terms of owner benefit, 
then more people will come to him 
first; he will get in on more deals; 
he will have a greater percentage 
of his used-car allowances accepted 
without question; he will get vol- 
ume satisfactory to his factory, but 
at a profit to himself. 

Make this “Know Your Automo- 
bile Dealer Week” a daily effort- 
Cut yourself permanently into a 
large share of the glorious future 
this industry and this country are 
facing. 


president, Gainesville; Eugene R. Elikes, 


Sarasota; Stanle 
are directors WwW. 


'30-30' Plan 


Prehn Devises Idea 
For Time Buying 


SPRINGFIELD, Ill.—A “30-30” 
finance plan has been inaugurated 
by Harold Prehn, Inc. (Dodge), 
412 S. Fourth St., to sell cars at 
30 percent down with 30 months 
to pay. 

Prehn’s ads list his prices—which 
include Fluid drive, all local and 
federal taxes, collision, fire, theft 
and comprehensive insurance—as 
follows: 

Dodge Wayfarer business coupe, 
$533.06 down and $52.49 per month; 
Dodge Wayfarer two-door sedan, 
$578.84 down and $57.34 per month, 
and the Dodge Wayfarer roadster, 
$550.50 down and $54.80 per month. 


10 Truck Makers 
Select Spaces 


For Chicago Show 


CHICAGO. — More than 37,000 
square feet of floor space was 
spoken for Oct. 20 by representa- 
tives of motor truck manufacturers 
who will exhibit at the 42d annual 
Chicago Automobile Show to be 
held next Feb. 18 to 26, inclusive, 
in the International Amphitheater. 

Among those making their selec- 
tions were Chevrolet, Ford, GMC, 
Dodge, International Harvester, 
Studebaker, Reo, Diamond T, Mack 
and Hendrickson. 

James F. McManus jr., show 
chairman of the Chicago Automo- 
bile Trade Assn., announced that 
applicants for accessories spaces 
will be taken care of starting Nov. 
1. He added that great interest has 
been generated among companies 
eligible to exhibit in this section. 

A tabulation of space drawings 
held a week earlier for the passen- 
ger-car section showed a total of 
80,254 square feet taken for 18 
makes of automobiles. Lincoln- 
Mercury representatives will share 
a space, as will Kaiser-Frazer. 

Since the show is to be held in 
February, honors at its pageant in 
the central arena will be given to 
Washington and Lincoln, whose 
pictures 24 feet in height will be 
a part of the curtain. 

Many ingenious ideas have been 
worked out for the stage show to 
be presented under direction of Will 
J. Harris, with the Becker Studios 
in charge of design and con- 
struction. 


‘Know Dealer’ Week 


Hailed by Jones 

LANSING. — National “Know 
Your Automobile Dealer Week,” 
being celebrated this week, has 
become twice as important as 
originally planned, in the opin- 
ion of G. R. Jones, general sales 
manager of Oldsmobile. 

“Current newspaper headlines 
on the steel situation tell us 
why it is doubly important for 
every motorist to know his deal- 
er better,” said Jones. “If the 
automobile industry is entering 
into another period of short- 
ages, then it is wise to take 
advantage of local facilities 
now. The local dealer will be 
doing all in his power to keep 
the public on wheels.” 








secretary-treasurer, 
are directors Hammond Jones, Lakeland; Henry Messer, Madison; R. F. 
Peeler, West Palm Beach; T. 
. R. Bird, Homestead; R. W. Pierce, Miami: W. 
O. Anderson, Port St. Joe; R. E. Thiel, Coral Gables; 
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FLORIDA OFFICERS GET TOGETHER—Shown at the annual convention of the Florida Automobile Dealers Assn. at Jacksonville are 


the association's officers and directors. Left to right, first row: Byron H. King jr., senior vice-president, Orlando; Charles S. 
Mallory, general manager, Orlando. In the second row 


Tampa; Walter C. 
Harrison, 
B. McGahey, Miami; J. 


Marianna; 
W. Sneed, Fort Pierce; 
M. Acree, Deland: Walter A. McRae, Jacksonville; Ed Lee, Pensacola: 
, . Theo Proctor, Tallahassee: Nelson M. Hough, Ft. Meyers; George L. 
Ellwood, Hollywood; Leo J. Adeeb, Miami Beach; M. G. Nelson, Panama City; A. P. Clark, Orlando; George R. Slaton, Ft. Lauder. 
Butler, Leesburg; W. F. O'Neal, Ocala. 





Brooking, 


Leuschner. 


L. B. Giles, Tampa; Harry O. 
Standing 


William Catlin, Jacksonville. 





Shuffle in Dealer Ranks... 





24 Drop, 27 Added 
In Chicago Area 


CHICAGO. — In the first nine 
months of this year Cook county 
(Chicago) had 24 dealer resigna- 
tions and cancellations and 27 ap- 
pointments, reports the Chicago 
Automobile Trade Assn. ' 

Kaiser-Frazer led the list of 
drop-outs with 15. Other makes 

and their closings were Buick, 1; 
Chevrolet, 1; DeSoto, 1; Dodge, 1; 
Lincoln, 3, and Willys, 2. 

Appointments were as follows: 
Buick, 2; Cadillac, 1; Chevrolet, 1; 
DeSoto, 1; Dodge, 2; Ford, 1; Hud- 
son, 3; Kaiser-Frazer, 3; Lincoln, 2, 
and Studebaker, 3. 

Of the 24 who closed, 18 were in 
the third quarter, and 19 of the 27 
new dealers were named in the 
third quarter. 

A total of 520 dealers are now 


Elkhart Assn. Announces 


Member Closing Hours 

ELKHART, Ind. — The Elkhart 
Auto Dealers Assn. has announced 
the following business-closing hours 
for member dealers of new and 
used cars. Monday, 8:30 p.m.; 
Tuesday through Friday, 8 p.m.; 
Saturday, 4 p.m., and closed all day 
Sunday. 


Fire Sweeps Hopkins 

WHEELING, W. Va. — Hopkins 
Motor Co., which occupies a three- 
story building here, was gutted by 
fire Oct. 20, following a furnace 
explosion. Damage was estimated 
at $150,000. Fifteen new automo- 
biles, 30 used cars and a half- 
dozen other vehicles left at the 
garage for repair were destroyed. 


On the House . 


listed in Cook county, with 341 of 
those being in Chicago. 

The number of Chicago dealers 
in each make, with non-Chicago 
Cook county dealers in parentheses, 
are Buick, 20 (15); Cadillac, 7 (6); 
Chevrolet, 30 (20); Chrysler, 25 
(11); Crosley, 3 (1); DeSoto, 23 (13); 
Lincoln-Mercury, 14 (6); Nash, 15 
(7); Oldsmobile, 22 (10); Packard, 
15 (8); Plymouth, 76 (36); Pontiac, 
22 =" Studebaker, 16 (8); Willys, 
12 (9). 


Wyoming Dealers 
Meet at Casper 
On Nov. 13-14 


CASPER, Wyo.— The Wyoming 
Automobile Dealers Assn. will hold 
its annual convention here Nov. 
13-14. Registration will begin the 
evening of the 13th and continue 
until e morning of the 14th. 

William J. Dinneen of Cheyenne 
is president of the Wyoming deal- 
ers. Local arrangements for the 
convention will be directed by Mal- 
colm LeSueur, president of the 
Casper Automobile Dealers Assn., 
and Harry Evans, secretary-treas- 
urer. 


Missouri Dealers Slate 


District Parley Tuesday 

KANSAS CITY.—The Missouri 
Automobile Dealers Assn. will hold 
a district meeting and banquet 
here tomorrow (Nov. 1) at the 
Hotel President. 


Hot controversy raging over RFC’s loans to Kaiser-Frazer. Some 
assert that the federal government is subsidizing competition in an 
industry that already has plenty of competition. Others contend 

that, while RFC may be aiming to help smaller 


lieve that the 


writes that “if 


¢ 





Wemhoff 


work together: 


companies battle the Big Three, actually the K-F 
loans may harm the other 
most. On the other side, there are those who be- 
loans were necessary to protect 
thousands of K-F stockholders, dealers and own- 
ers; that the auto industry would suffer a serious 
“black eye” if K-F were allowed to fail now... . 
One veteran auto dealer 
lending K-F money 
make the company sound, the British Empire by 


independent makers 


(not K-F, of course) 
is going to 


this time should be a marvel of solidity.” .. 
i Illustrating that management and labor .can 


Ford and its employes contrib- 


uted $1,150,000 to Detroit's United Foundation Torch drive; $840, 
000 was pledged by workers through UAW campaign while com- 
pany donated $310,000. ... Many of the dealer association bulle- 
tins of late look like house organs for group-insurance com- 


panies. ... 


Milwaukee association warns dealers against excessive giveaway 


programs that “flood showrooms 
association reports attendance up 
chapter meetings. . 


with token seekers.” . . Utah 
considerably at its recent dealer 


. . Look for some action in Congress next session 


on Rep. Noah Mason’s HR 5064 bill designed to eliminate tax-free 


co-ops, . 
hundred brasshats. 


. . Chek-Chart’s salute to the auto industry drew several 


—Perte WeMuHvrr, 
Editor 
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AuTomoTive OUR PLATFORM: |. 

and dealers in motor vehicles, parts and accessories. 

™ the dealer on ever 

A car or truck. § 3. Grory doliar of gasoline tax collected by state or federal 

governments applied to the building and maintenance of highways. 4 4. The 

elimination of governmental and bureaucratic controls over this industry. 

§ 5. A return to the precepts of independence and the rewards of applied 

energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


Fair and equitable contracts between manufacturers 
§ 2. A fair profit to 
used vehicie accepted in partial payment for a new 








Capsule Comment 


Reports from the coal and steel strike areas indicate that 
auto volume, as well as general business, has been hit hard. 
For which you can thank two labor barons. 
* * * 


Already in some sections of the nation co-operatives are 
including service stations and automobile accessories in 
their operations, declares Joseph F. —— manager of 
the National Tax Equality Assn., who adds hopefully that 
the next Congress may remedy the present unfair tax sit- 
uation. 

Forewarned is forearmed. 
a * . 


Few auto dealers are affected by the compromise Wage- 
Hour act just passed, since those doing more than 50 per- 
cent of their business within a state are exempted. 

Chalk up another victory for NADA and its mem- 
bers, who worked hard for this one. 
* * * 


A new market of considerable size is in the making for 
truckers—the transportation of fruits and vegetables in 
both natural and frozen state, says an AUTOMOTIVE NEWS 
survey. 

Proving again that efficiency usually wins out. 
* * * 

A total of 39714 billion miles were traveled last year by 
the nation’s 40,957,000 vehicles, according to Department 
of Commerce. Cars, including taxicabs, averaged 9,566 miles; 
trucks 10,008 and buses 23,268. 


Moscow papers, please copy. 
* * * 


Automotive and paint chemists are puzzled by reports on 
the blistering of auto paint in the Mississippi valley re- 
cently. A soap-detergent maker also denies that his prod- 
ucts could possibly cause the damage. 

Could it be chemical warfare? 
nm * * 

Plans for renting and leasing single cars or fleets of ’em, 
now cropping up in all parts of the country, sound very 
attractive. 

Maybe the day’ll come when dealers will no longer 
have to sell cars—just rent ’em. 
* * * 

New-car stocks show another gain, despite continuance 
of above-seasonal sales volume, an AUTOMOTIVE NEWS sur- 
vey finds. 

The coal and steel tieups, fortunately, should take 
the sting out of this one. 








AUTOMOTIVE NEWS, OCTOBER 31, 


Eprtor’s Note: During Publisher 
Slocum’s convalescence, his col- 
umn is being filled by friends 
in the retailing branch of the 
auto industry. This week’s guest 
columnist is Carl E. Fribley, vet- 
eran Pontiac-Cadillac dealer in 
Norwich, N. Y. 


By Carl E. Fribley 


WILL A DEALER’S problems in 
1950 be the same as they were in 
prewar years—providing we are in 
a normal or buyer’s market? Yes 
—and he will still have five basic 
problems. 


First, the ever present problem 
of money or capital. 

No dealer has ever FIVE 
failed from having BASIC 
enough working PROBLEMS 
capital, but lack of 

it has caused many troubles. To 
weather the storm ahead, a dealer 
must secure his operations finan- 
cially. 

Second, physical properties— 
buildings and lots. The expanded 
requirements of used-car merchan- 
dising in 1950 make it mandatory 
to have ample lot and building fa- 
cilities. There are some indications 
that again we will have a group 
of “monuments” 
around the coun- 
try indicative of 
lack of judgment 
in over - building 
the local poten- 
tial market. Many 
long established 
dealers always 
have recognized 
the adage 
“Money is made 

— in crowded build- 
Cc. E. Fribley ings,” and have 
kept physical layouts in keeping 
with their markets. 

Third, personnel or organization. 
Obviously, a dealer must develop 
an adequate and competent sales 
force, which can sell a profitable 
volume of new cars and has the 
necessary trading ability to mer- 
chandise used cars. A_ dealer’s 
service and parts personnel must 
be organized to profitably handle 
all possible repair business, since 
this income is badly needed to 
cover rapidly increasing fixed over- 
head. Don’t forget the office end 
of the business. Sound and de- 
tailed operating figures must be 
studied continuously to effect oper- 
ating economies in a buyer’s mar- 
ket. 





* + * 


FOURTH, merchandise. Many 
dealers have failed in the past 
because the car or truck they rep- 
resented lost public acceptance. At 
a time like this, far-sighted mer- 
chants have saved themselves by 
switching lines. 

Fifth, and most important— 
The only purpose for having cap- 
ital, buildings, personnel and 
merchandise is to GET and 
KEEP customers. Loyal custom- 
ers CAN and HAVE pulled many 
dealers through stormy weather 
caused by lack of capital, bad 
building setups, poor merchan- 
dise, or even temporarily weak 
personnel. 


A customer relations program 
begins with the Golden Rule, first 
proclaimed by the Young Man 
from Galilee. But this kind of cus- 
tomer relations must include every 
employe and each transaction. One 
dealer’s slogan says, “A reputation 
is made or lost with every deal.” 
How true this is—even to a lube 
job or a $100 used car. 

& + * 


SMALL COURTESIES and little 
services not billed are most im- 
portant to customers. As boys, we 
all remember a “pet” butcher or 
grocer when shopping with our 
mothers, because he gave us a lit- 
tle piece of sausage or a stick of 
candy. That was customer relations 
—but good! 

Customer relations cannot be 
put on like a Sunday suit or 
practiced one, two or _ three 
months a year. If good customer 
relations by EVERY employe on 
each transaction can be prac- 
ticed 365 days a year, no dealer 
need worry about 1950, 1951, or 
any other year. 


Ralph Waldo Emerson, in his 
Essay on Worship, said: “Every 
man takes care that his neighbor 
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‘Theyre Wholesale... . ’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Auction Prices 


Please advise whether the used- 
car auction prices you publish are 
the prices paid by dealers for re- 
sale, or customers for private use.— 
Frep DeFe.ice, Paul Jones Com- 
pany (Nash), Welch, W. Va. 

Eprror’s Nore: All of the auc- 
tions reported by AUTOMOTIVE 
News claim that dealers only at- 
tend their sales. No private indi- 
viduals are permitted to buy or 
sell. Therefore, the prices are the 
amounts paid by dealers for 
resale. They are properly whole- 
sale prices. 


Bank Replies 


I have read with interest your 
article, Oct. 10, entitled Finance 
Companies vs. Banks. 

You have been very rough on 
the banks. We know that a num- 
ber of banks have been making 
auto loans and financing the pur- 
chase of new and used cars with- 
out a dealer plan. In practically 
all of these cases, no arrangements 
are made for floor planning for the 
dealer, There is no reserve for 
the dealer because the interest 
charged to the customer is 50 per- 
cent to more than 100 percent less 
than a dealer plan and there is no 
recourse to the dealer. 

However, many banks, including 
ours, have established a special de- 
partment for the handling of all 
types of financing and are taking 
very good care of their dealers in 
every way. 

In our bank we organized a “time 
sales” department more than three 
years ago and have more than 


+ cy 


shall not cheat him. But a day 
comes when he begins to take care 
that he does not cheat his neighbor. 
Then all goes well. He has changed 
his market cart into a chariot of 
the sun.” 








Address Editor, Automotive News, Detroit 26, Mich. 





one hundred dealers on our books, 
including automobile dealers, furni- 
ture stores, appliance stores and 
other retail businesses operating 
throughout our county. Our plan 
for automobile dealers includes 
floor planning at a low rate, a deal- 
ers’ reserve comparable to that 
given by the finance companies and 
(See LETTERBOX, Page 8, Col. 5) 





What’s Become of... 





Harry Bennett 


FOR MANY years, Harry Ben- 
nett was a fabulous figure in the 
Ford empire. His exact position 
was at times hazy, 
but it was well 
known that he 
was the man who 
got things done 
for “Mr. Ford” 
(Henry Ford, the 


late founder of 
the Ford Motor 
Co.). 


Now Bennett 
lives most of the 
year at his ranch 
Harry Bennett on the desert near 
Palm Springs, Calif. About three 
months of the year he spends at 
his summer home near Lake, Mich., 
where, he says, “we enjoy good 
fishing.” 

WHILE NOT engaged in busi- 
ness at present (a couple of years 
ago he was mentioned in connec- 
tion with Designer John Tjaarda’s 
plans to build a new car called the 
Cortez, but those plans faded), 
Bennett added: 


“IT am hoping to get into some 
new business in the vicinity of my 
home in California soon.” 


(Readers are invited to nominate can- 
didates for this column.) 
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NEW KENT-MOORE HYDRAULIC HOISTS GIVE YOU 
GREATER SAFETY; FASTER, EASIER OPERATION! 


Cc 


Amazing how simple, how easy, how profitable it is to remove and replace 
automatic transmissions with the new Kent-Moore Hydraulic Hoists. Two 
post lift type or the floor jack model . . . both are designed for fast, smooth 
one-man operation. They save mechanics’ time, increase service efficiency, 
LY provide greater ease and safety in handling. That’s right ... SAFETY! No 
: manual lifting and lugging required . . . no strains or sprains. No danger of 

dropping and damaging transmissions . . . no chance of injury to mechanic. 
Instead, these Kent-Moore Hoists are built for easy, accurate positioning 
and operation. Quickly rolled to exact location for transmission removal. 
Equipped with special rotating platform that permits lateral adjustments as 
- . well as tilting forward, backward, and sideways to facilitate use. Sturdy 
adapter mounted to Hoist platform holds transmission securely, prevents 
load shifting, eliminates all possibility of damage to pan. Adapters available for 
“Hydra-Matic” (Oldsmobile, Cadillac, Pontiac, Lincoln, and Nash), “Ultra- 
matic” (Packard), “Dynaflow” (Buick). Write today for complete information. 


oks, 
rni- 
and 
‘ing 
lan 
ides 
eal- 
chat 
and 






Kent-Moore 


ORGANIZATION, INC. 


GENERAL MOTORS BUILDING « DETROIT 2, MICHIGAN 
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SPECIAL ADAPTERS to fit “‘Hydra-Matic”, 
“Dynaflow”, and “‘Ultramatic” transmis- 
sions positively eliminate all possibility of 
load shifting or damage to pan! 

Sales and Service Engineering Represent- 
otives in Principal Cities Coast-to-Coast 


Engineers and Manufacturers of Special 
Automotive Service Tools and Equipment 


COMING SOON! A special new Kent-Moore Tool Manual describing and illustrating the 
use of essential tools required to render efficient, profitable “Hydra-Matic” Service. 
Send in the coupon below . .. reserve your copy today! 
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KENT-MOORE ORGANIZATION, INC. 
GENERAL MOTORS BUILDING + DETROIT 2, MICHIGAN 
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Gentlemen: 





Without obligation on my part, please reserve for me a copy of 


usi- eeee a BOT Fer use with tue your new Manual covering essential “Hydra-Matic” Service Tools. | will 
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Ee car lift. Range: Retracted—367%," 
Ss adapter and tilt mechanism. Ex- 
tended—63%," less adapter and tilt 
mechanism. diameter at caster 
type wheels: 48", Rated Load: 575 
pounds. Shipping Weight: 245 pounds 
approx. Price $175.00 complete with 
“Hydra-Matic’’ Adapter. $195.00 com- 
plete with Dynafiow” Adapter. $180.60 
complete with “Ultramatic” Adapter. 


MODEL “27” HOIST— For use with floor jacks, 
chain falls, etc. _ a to 27° less adapter and 
tilt mechanism. Overall Body Length: a 
Overall Body Width (over wheels): 1134". Hose 
Length : 6’. Hose Capacity: 10,000 PS1. Rated Load: 
500 pounds. Shipping Weight: 120 poe prox. 


Price $127.75 complete with “Hydra-Matic” Adapter. 
$132.80 complete with “Dynaflow’ Adapter. $133.35 
complete with “Ultramatic” Adapter. 


* Prices on individual adapters available upon request. 
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appreciate receiving this as soon as it's off the press. 

Name 

Street ‘ 
City Zone 
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Membership Drive Set... 





Real Selling Is a Must 
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Ky. Dealers Told 


LOUISVILLE. — Days of hard 
selling are here and auto dealers 
must maintain a good staff of 
salesmen, the Kentucky Automobile 
Dealers Assn.’s convention was told 
here last week. 

Nevertheless, the parley was 
told, the change from order-tak- 
ing to competition does not mean 
bad business for the automobile 
dealer, Rather, it means a 
change of attiture—more service 
to the public, more building of 
goodwill and a closer check on 
business expenses. 

Above all, speakers said, it means 
selling the public on the fact that 
the modern automobile is a good 
buy. 

An “outsider,” Luther Stein, sales 
vice-president of Belknap Hard- 
ware and Mfg. Co., said the cus- 
tomer’s income today will buy more 
automobile than it would in 1940— 
or in 1929 when he paid $1,950 for 
a Reo. 

“In those days,” said Stein, “a 
tire and tube cost $62 and was good 
for 5,000 miles. Today the same- 
size tire and tube costs $20 and is 
good for 25,000 miles. 

“Automobile salesmen should 
emphasize things like that,” he 
said. 

This was an educational mid-year 
conference, as the annual meeting 
will be at the Kentucky hotel next 
April. It was a stripped program, 
with talks and discussions, but no 
resolutions or reports. 

The auto market has a great 
potential strength, said T, F. Cree- 
don, field representative of the 
Automobile Manufacturers Assn. 
He cited the following reasons: 

1. Many automobiles being driven 
are past the scrapping age. 

2. The percentage of national in- 
come being spent for cars is lower 
than in 1935 through 1941. 

3. The number of two-car fami- 
lies is increasing. 

4. The U. S. population has in- 
creased 16,000,000 since 1941. 

5. Since 1941 the disposable con- 
sumer income has doubled. 

6. Moves to suburbs are increas- 
ing the need for passenger auto- 
mobiles. 

Kentucky’s NADA Director Tur- 
ner Summers said the state asso- 
ciation is opening a membership 
drive Nov. 7 for at least 50 more 
members. KADA now has 473 mem- 
bers of a potential 562. 

A legislative forum, conducted 


by ©. M. (Cy) Williamson, of 
Hopkinsville, discussed the sub- 
ject of a sound title law for Ken- 
tucky which, it was claimed, had 
become a dumping ground for 
stolen cars. 

It was reported that but two of 
the 37 dealers checked make all 
transfers from owner-to-dealer-to- 
buyer, rather than worry with red 
tape and expense of making all 
transfers, as the laws call for. It 
resolves itself into a situation of 
loose methods, in which sometimes 
there are five or six owners of a 
car, whose names may never ap- 
pear on transfers. 


With 120 counties in the state, 
and as many county clerks issuing 
licenses and transfers, it has been 
a mess, Guthrie Crowe, of the state 
police, stated that Kentucky has a 
good bill of sale, but the title law 
is loose. He said his department 
is working out a three-way index 
to show the owner’s name, car 
license number and the vehicle 
numbers. 


He also said that the federal 
government has worked out a 
model title law that a number of 
states have adopted, and that 
they can all use effectively. 
George Ziesmer, NADA presi- 

dent, said dealers should make a 
point of knowing their congress- 
men and senators, and take a more 
active part in politics and civic 
affairs. 

Paul M. Millians, vice-president 
of Commercial Credit Co., spoke on 
the American way of life. 

The value of conventions was 
discussed by Ray Chamberlain, 

manager of NADA’s convention 
and equipment exhibitions. He 
cited such parleys as educational 
and a place to exchange ideas. 

“Promoting Better Employer- 
Employe Relations Through Group 
Insurance” was the title of the 
address given by David P. Whel- 
chel, executive vice-president of the 
Tennessee Automotive Assn. He 
claimed such a plan works for 
better morale, efficiency and loy- 
alty. 


Fire Razes K-F Outlet 


COLUMBUS, Kans.—Fire de- 
stroyed Roy Ingamell’s Kaiser- 
Frazer dealership buildings here 
Oct. 19. Three new and one used 
car in the building also were lost. 
Damage was listed at $25,000. 





. New Dealer Officers 





SOME MINNESOTA DEALER LEADERS—Here are seven members of the |2-man executive 
board of the Minnesota Automobile Dealers Assn. at the annual convention of the asso- 


ciation. Left to right (standing): John Bell, Hastings; Herman Miller, Mankato; Herbert | 
Dibble, poten. Left to right (sitting): Chris Rinkel, Thief River Falls; Alfred Sonju, Two | 
inneapolis, and Victor Giere, Willmar. 


Harbors; Bernard Lindahi, 





TENNESSEE ASSN."S NEW PRESIDENT TAKES GAVEL—Erskine Sharp, Pulaski, Tenn., (left) 
lected president of the Tennessee Automotive Assn., receives the gavel from retiring 


Herbert 
, Miss. 


6. 


Roberts, Dyersburg, Tenn., 


at the 10th annual convention at 








DEALERS FOR PONTIAC TALK OVER NEW MODEL YEAR—L. W. Ward, general sales manager of Pontiac, called a group of repre- 


sentative dealers to Pontiac during October to discuss strategy. Active in the round-table discussions were: 
Solomon, New York; Joseph and John Teefy, Jenkintown, Pa.; Claude Hoskins 
C. Illingworth, Syracuse, N Y.; Lloyd Teter, Elkins, W. Va.; William S. Windatt, Muskegon, 
M. C. Paterno, Charleston, W. Va.; R. E. 
Kansas City; A. E. Skeie, Ame. la.; John W. Ward, Bismarck, N. D.; 

la.; 


Mass.; W. J. 
port, Tenn.; L. 
Alpena, Mich.; J. Glenn Brozo, Detroit; 
Ga.; 


Schlapp, Augusta, 


Lou Meliska, 
P. Winslow, Chicago; Byron Webb, St Louis; Ralph ae 
E. R. Keith, Dyersburg, Tenn.; Fr 


Parma, O.: 


ed Schneider, Bartlesville, 


George Powers, Taunton, 
Lynchburg, Va.; A. R. Brashear jr., Kings- 
Mich.; Lloyd R. Leavitt, 
Widrig, Milwaukee; W. 
alter 
Cc. P. Sumners 


A. P. VanWinkle, Dallas; 


Lufkin, Tex.: J A. Herzog, San Francisco; K. D. Clark, Los Angeles; J. B. Bertoglio, Bellingham, Wash.; Harry A. Carleson, Salt Lake City 














Dealer Conventions 


Nov. 11-12—Oklahoma Auto Dealers Assn., 
Skirvin hotel, Oklahoma City. 


Nov. 13-14—Wyoming Automobile Deal 
ers Assn., Casper. 
Nov. 14-l6—Automotive Trade Assn. of 


Virginia, Hotel John Marshall, Richmond. 

Nov. 16-19—Arizona Auto Dealers Assn., 
Pioneer hotel, Tucson. 

Nov. 28-29—Idaho Auto Dealers Assn., 
Boise. 

Dec. !—Utah Automobile Dealers Assn., 
Salt Lake City. 

Dec. 2-3—Montana Auto Dealers Assn., 
Billings. 

Dec. 5-6—Kansas Motor Car Dealers Assn. 
Hotel Broadview, Wichita. 

Feb. 5-8—National Auto Dealers Assn. 
convention and exposition, Atlantic City, 
N. J. 


* * > 


Dealer Auto Shows 


Feb. 18-25—Washington Automotive Trade 
Assn. 22nd annual show, National Guard 
Armory, Washington, D.C. 

Feb. 18-26—Chicago Automobile Trade 
Assn. 42nd annual auto show, Interna- 
tional Amphitheater, Chicago. 

Mar, 17-23—Auto Dealers Assn. of Greater 
Kansas City, Municipal Auditorium, Kan- 
sas City. 

* * * 


Aftermarket Shows 


Feb. 6-10—National Automobile Acces 
sories Manufacturers Assn. annual ex 
position, New York City. 

Feb. 16-19—!950 Pacific Automotive Show, 
Civic Auditorium, San Francisco. 

Mar. 21-26—Eighth annual Southwest Au 
tomotive Show, County Coliseum, San 
Antonio. 

Moy 11-14—Midwest 

avy Pier, Chicago. 

May 29-June 9—Third Canadian Interne 
tional Trade Fair, Toronto. 

* * * 


Allied Industries 


Oct. 31-Nov. 2—National Assn. of Inde 
pendent Tire Dealers, 29th annual con- 
ference. Netherland Plaza hote!, Cin- 
cinnati. 

Nov. 7-8—Nationa! Oil Jobbers Council, 
Sheraton hotel, Chicago. 

Nov. 7-9—Oil Industry Information com- 
mittee (district chairmen), Stevens ho 
tel, Chicago. 

Nov. 7-10—American Petroleum Inst. (29th 
annual meeting), Stevens hotel, Chicago. 

Dec. 5-6—Oil Industry TBA Group, an- 
nual convention, Chase hotel, St. Louis. 

Jan. 11-13—National Society of Plastics 
Engineers, Hotel Carter. Cleveland. 

Mar. 8-l0—American Petroleum Inst. (Di- 
vision of Production, southwestern dis 
trict), Adolphus hotel, Dallas. 


Automotive Show 








BOSTON.—All anti-dealer legis- 


lation brought before the 1949 
Massachusetts general assembly 
was defeated, according to the 
Massachusetts State Automobile 


Dealers Assn. 

The association said that its 
legislative committee screened 
the 3,595 bills filed and decided to 
concern itself with 52, which they 
felt would affect auto firms. 


Boston sought an ordinance al- 
lowing the city to levy license fees, 
which would have raised such 
charges from the present maximum 
of $50 to $200, or any amount then 
desired, according to MSADA. 

Another defeated tax bill would 
have charged a dealer’s salesmen 
and office personnel a license fee 
of from $100 to $150. 

Five bills advocating a 40-hour 
work week and minimum wages 
running from 65 to 75 cents were 
introduced, causing a great con- 
troversy. Finally, the wage bill 
passed, providing a minimum of 


Coming Events 


Mass. Bills 


Measures Considered Detrimental to Dealers 
Were Stopped, Association Reports 





Mar. 29-31—American Petroleum Inst. (Di- 
vision of Production, mid-continent dis- 
trict), Skirvin hotel, Oklahoma City. 


April 26-28—American Petroleum Inst. (Di- 
vision of Production, eastern district), 
Hotel Cleveland, Cleveland. 


May 1-4—American Petroleum Inst. (Divi- 


sion of Refining, mid-year meeting), 
Hotel Cleveland, Cleveland. 
May 11-12—American Petroleum Inst. (Di- 


Pacific Coast dis- 


vision of Production, 
Los Angeles. 


trict), 


Sept. 13-15—Nationa! Petroleum Assn. 
tel Traymore, Atlantic City, N. J. 


* * * 


Biltmore hotel, 
Ho- 


General 


Nov. 10-1!—American Management Assn. 
(production), Palmer House, Chicago. 
Dec. 1-2—American Management Assn. 
(finance division) meeting, Statler hotel, 

New York. 

Dec. 2-3—American 
(insurance division), 
cago. 

Jan. 19-29—General Motors 
dorf-Astoria, New York. 
Feb. 27-Mar. 2—American 
Testing Materials, William 

Pittsburgh. 

Mar. 15-17—American Management Assn. 
(marketing), Hotel Statler, New York. 
Apr. 26-27—Third Highway Transportation 
Congress, sponsored by National High- 
way Users Conference, Hotel Mayflower, 

Washington. 

May 4-14—International Motor Show, Turin, 
Italy. 

May 18-20—Automotive Engine Rebuilders 
Assn. convention, Hotel New Jefferson, 
St. Louis. 

June 26-30—American Society for Testing 
Materials, 53rd annual meeting. Chal 
fonte-Haddon Hall, Atlantic City. 


* * * 


Assn. 


Management 
Chi- 


Hotel Drake 
Show, Wal- 


Society for 
Penn hotel, 


Engineering 


Nov. 1-2—Society of Automotive Engineers 
(Diesel), Chase hotel, St. Louis. 

Nov. 2-4—American Society Body Engi- 
neers annual technical convention, De- 
troit. 

Nov. 3-4—Society of Automotive Engineers 
(fuels and lubricants), Chase hotel, St. 
Louis. 

Nov. 27-Dec. 2—American Society of Me 


chanical Engineers, Hotel Statler, New 
York. 
Jan. 9-13—Society of Automotive Engi- 


neers, annual meeting, Hotel Book- 
Cadillac, Detroit. 

Mar. 14-16—Society of Automotive Engi- 
neers (passenger car, body and pro- 
duction), Hotel Book-Cadillac, Detroit. 

Apr. 10-14—American Society of Mechani- 
cal Engineers, Hotel Statler, Washing- 
ton, D.C. 





Quashed 


| 65 cents per hour for certain em- 
| ployes- 
| Six bills to build a fund for pay- 
| ment of cash sickness-compensa- 
| tion were referred to a recess com- 
| mission for study. Two measures 
to cover persons unemployed be- 
|cause of labor disputes were also 
| defeated. 

The court voted down five bills, 
|which, if enacted, would have 
|raised the license fee for dealers 
|who sell gas; would have opened 
| dealers’ books to local enforcement 
| officers, and would have compelled 
|dealers to notify customers by 
|registered mail when cars were 
available for delivery. 

Cited as the most serious tax bill 
facing dealers was the proposed 1 
percent excise tax on gross sales 
of new and used cars. The defeat- 
ing of this measure was accom- 
plished in the last few days of the 
session, and only after much effort, 
the association said. 












Chevrolet Adopts 
New Sealed-In 
Type Carburetor 


NEW-TYPE “sealed-in” carbu- 

retor, which already has been 
factory-installed on about 10,000 
Chevrolets, is scheduled to be 
standard equipment on that divi- 
sion’s 1950 models, it was learned 
last week. 

This Model B carburetor, manu- 
factured by the Rochester Prod- 
ucts division of General Motors, 
has been put into cars assembled 
at plants other than the Flint fac- 
tory, it was stated. 


The device “is being released 
for limited production in some 
plants in October and November 
and will be used in all plants 
after Dec. 1,” a Chevrolet service 
bulletin revealed. 

Cited as a simplified design, the 
carburetor needs little adjusting. 
“Aside from the conventional idle 
adjustment and the float-level set- 
ting, there is no adjustment re- 
quired,” the bulletin stated. 


* * * 


NE OF its innovations is the 

use of twin floats and a con- 
centric float bowl. It was said that 
this prevents stalling caused by 
|momentary fuel starvation, and 
maintains correct fuel levels under 
| all conditions. 
| The Rochester carburetor is 
| said to adjust the fuel mixture 
| automatically, thus giving better 
performance in both cold and 
warm weather. It was explained 
that halting starts will thus be 
eliminated. 
It is believed that this carbure- 
|tor will have a longer life than 
others since it has only four parts 
to service compared to seven for- 
| merly, it was stated. 


I-H Schedules 


Chicago Preview 


CHICAGO. —International Har- 
vester Co. announced it will hold 
an “off-the-record” preview of its 
new line of trucks at a showing 
in the Knickerbocker hotel here 





party. 





Nov. 8. 

Several models of the new line 
will be displayed, a four-color 
movie will be presented describing 
the line and several factory offi- 
cials will address the get-together. 
The preview will begin with a 
luncheon and end with a dinner 








OLDEST HUDSON DEALER HONORED— 


C. H. Betts (left), president of the Des 
Moines Automobile Dealers Assn., presented 
an electric clock to Harry Peverill, president 
of the Hudson-Jones Automobile Co. as the 
dealership marked its 40th anniversary. Hud- 
son-Jones is said to be the oldest Hudson 
dealer in the country. 
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“Know Your 
ulomobile Dealer 


Week” 


OCTOBER 3I * NOVEMBER 5 


rene is proud to be part of an industry that 
can boast the upstanding kind of men who oper- 
ate America’s outstanding automobile dealerships. 


They’re sound citizens as well as sound merchan- 
disers, these car and truck dealers to whom Stude- 
baker pays this tribute. 


They believe that a successful business must of 
necessity be a respected business—and, because they 
do, they work in the community’s interest as inten- 
sively as in their own. 


America’s determination to reduce traffic conges- 
tion and traffic accidents grows stronger as a result 


i 





of programs that automobile dealers and their trade 
associations have developed and activated. 


Automobile dealers all over the nation consistently 
give freely of their time, experience and money to 
assure the success of worth-while community welfare 
projects and campaigns. 


No group of businessmen ever deserved a special 
week of nation-wide recognition more than America’s 
automobile dealers. Studebaker joins with the rest 
of the nation in saluting them on the occasion of 
“Know Your Automobile Dealer Week.” 


The Studebaker Corporation 
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Cox Elected President .. . 
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Ala. Dealers Warned 
Of Falling Profits 


BILOXI, Miss.—Unit profits are 
tumbling faster than expenses are 
being reduced in the automobile 
sales business, and unless care is 
exercised, dealers will be down to 
1 percent profits on total sales. 

This is the belief of J. B. Van 
Tassel, dealer business consultant 
of Chicago, who addressed the Au- 
tomobile Dealers Assn. of Alabama 
in convention here last week. 

Van Tassel, who conducts a col- 
umn in Automotive News, told the 
convention the “easy profit-making 
methods of the past few years are 
ended.” 

“We are now in the beginning 
of a period, practically the same 
as our prewar competitive period, 
of increased volume with diminish- 
ing net profit returns. 

“During the past three years our 
rising expenses made very little 
difference because of abnormally 
high gross profits on the sale of 








new and used cars, with very little 
if any sales expense or effort re- 
quired to sell them. 

“Today the big problem is who 
can sell the most new cars and 
still make a profit and stay in 
the business.” 


“You can’t maintain a running 
battle with a factory and win. Get 
along with your factory or get out.” 
This was the advice of Howard B. 
Moore, general manager, Federation 
of Automobile Dealer Assns. of 
Canada, in discussing factory-dealer 
relations. 

“For years, factory-dealer re- 
lations has been a rather hot 
topic, and I believe the subject 
is surrounded with a great deal 
of misunderstanding,” Moore de- 
clared. 





He expressed the belief that fac- 
tories and dealers operate under | 
separate | systems, and added the| 





e«¢ Unity protects the car dealer’s retail sales—by 
distributing only through legitimate wholesalers— 


best to be hoped for is a reason- 
able compromise. 

“There are threats to our future 
which we are perhaps not too will- 
ing to recognize today,” Moore said. 
“One of these, as far as the dealer 
and the passenger-car business is 
concerned, is the resolve on the 
part of public transportation inter- 
ests to oust this sacred cow, the 


passenger automobile. Frankly, they | 


are not doing too bad a job of it.” 


“How to Close a Sale at a Fair 
Profit” was the title of an address 
by Hugh McAllister, assistant to 
the president of Erie Railroad, 
Cleveland, who condemned negative 


| thinking on the part of a salesman 


as one of the principal reasons for 
failure to close deals. He pointed 
out that in many cases dealers’ 
appraisals of used cars were too 
high rather than too low. 
Officers elected for the ensuing 
year include George Cox, Boaz, 
president; S. E. Mary, Troy, first 
vice-president; Rush Stallings, 
Montgomery, second vice-presi- 
dent; Frank Broadway, Mont- 
gomery, executive vice-president; 
W. M. Turner, Selma, third vice- 
president, and R. J. Jones jr., 
Birmingham, secretary-treasurer. 
At a general 
John W. Stokes, New York auto- 


session Tuesday, | 


Mich. 


water are carried away through — (B). 
blower (D). Measured dust enters t 


motive tax specialist, discussed in- 
come and estate tax problems. 

James L. Brakefield, of the Bir- 
mingham chamber of commerce, 
told of “The New South.” “Your 
| NADA in Washington” was dis- 
cussed by D. C. Barnhart, Wash- 
ington. 








never through chain stores or other cut-price channels. 


* 


Unity Spotlights will not drift in the wind, rattle, etc.—because 
Unity Spotlights are the only ones with adjustable frictions, both 
horizontal and vertical, easily adjusted with a screwdriver. 


All Unity Spotlights are three-tube spotlights. The outside tubing is tightly 
locked in the corner post by the two mounting brackets and cannot rotate. The 
head housing and the handle housing pivot on this stationary outside tubing. 
The corner post is stronger after the Unity Spotlight is installed. 


There are millions of Unity Spotlights in the field 
giving perfect satisfaction after years of service. 


Look for the spotlights with the ornament on top. 


You will never see any Unity products sold at cut 
prices either under Unity name or under a different 
name or trade mark. Unity protects the dealer. 





UNITY MANUFACTURING COMPANY 


2909 SOUTH 


MAKERS.OF SPOTLIGHTS WITH OR WITHOUT MIRRORS -~ 
LIGHTS+ POLICE LIGHTS+ FIRE LIGHTS «DECK LIGHTS AND EMERGENCY LIGHTS 





INDIANA AVENUE 


S CHICAGO 


i 
FOGLIGHTS - 


ILLINOIS 
BACK-UP 
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| HOW DUST TUNNEL WORKS—Fram Corp. has just dedicated the first complete dust 
| tunnel where vehicles can be tested under simulated conditions. 
Diagram shows operation of the new tunnel. 
replaced by tunnel water supply (A) to prevent rise in air temperature. 


It is located at Dexter, 
Vehicle radiator is disconnected and 
Exhaust and cooling 
Rear wheels rotate rollers (C) which drive 


rough blower and follows air stream indicated by arrows 
* * 


Fram Previews 
New Dust Lab 
In Michigan 


DEXTER, Mich.—Research and 
engineering executives of car, truck 
and tractor manufacturers were 
given a preview of the new Fram 
Dust Tunnel and Air Cleaner Lab- 
oratories here last week. 


The new building is said to be 
the first complete dust tunnel ever 
to be erected where vehicles can 
be tested under any simulated dust 
conditions — accurately controlled 
and measured. Within the glass 
and aluminum structure, all dust 
conditions from a city street to 
|the Sahara desert can be dupli- 
| cated in a matter of minutes, it is 
said. The resultant effects on en- 
gine wear are later analyzed. 


The vehicle to be tested is 
checked at the front, with the 
rear wheels cradled in a set of 

| rollers. The rollers drive a huge 
10,000-pound blower into which 
dust is introduced in measured 
amounts. 


The blower whirls the dust under 
|the tunnel] floor and over a semi- 
|circular baffle at the opposite end 
|of the building, which blows the 
| dust into the path of the car to 
|duplicate road conditions. All in- 
| struments and controls are located 
jin an adjoining room where the 
operator can observe the car’s per- 
formance. 

In a separate building, the Fram 
|Corp. has set up an air cleaner 
laboratory where carburetor air 
filters and crankcase air filters, as 
well as oil filters, can be tested 
for efficiency. 

Most of the equipment used in 
both the tunnel and laboratory was 
designed especially for use here by 
Fram engineers, headed by Dr. 
William S. James, vice-president 
and director of research and en- 
gineering for the Fram Corp. Dr. 
James, a past president of the So- 
ciety of Automotive Engineers 
was formerly director of research 
for the Ford Motor Co. and chief 
engineer of Studebaker Corp. 


Facilities of the tunnel and 
| laboratories here are open to en- 
| gineers and research men of the 
automotive industry for experi- 
mental purposes, it was pointed 
out. 

The preview program was pre- 
sided over by Steven B. Wilson. 
president of Fram Corp. 





Letterbox 


(Continued from Page 4) 


we think that we are 
dealers faster and more personal- 
ized service than can be had from 
any finance company. At present 
we have 11 automobile dealers op- 
erating under our plan and believe 
that we will slowly get more dealers 
as they recognize the type of serv- 
ice we can give them. We have 
never lost a dealer. 

We know that many banks 
throughout the country are doing 
just as good a job as we are in 
the financing of automobile dealers. 
We are in the business to stay and 
we feel certain that nearly all of 
the banks which set up a special 
department for this business will 
remain in it.— Darwin S. Harter 
executive vice-president, The Penn- 
sylvania National Bank and Trust 
Co., Pottsville, Pa. 
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People everywhere are making dates with the Oldsmobile 88!’ More than a million motorists have tried 
the “Rocket ride!” More than a million motorists have thrilled to the action teamwork of Oldsmobile’s 
new “‘power package”—the “Rocket” Engine and Hydra-Matic Drive! In a few short months, all Olds- 
mobile demonstration records have been smashed in this great drive! And everybody who drives this great 
new “Rocket”-Hydra-Matic “88” becomes a living advertisement for Oldsmobile. That’s why the name 
and fame of the “Rocket 88” have swept across the country! And that’s why Oldsmobile Dealers every- 
where are enthused as never before. They know they’ve got the “hottest number on the market” today— 


\merica’s only Futuramic, Hydra-Matic,“ Rocket” Engine car--and that’s why “It’s Smart to Be With Olds!” 


% * 
we" OLDSMOBILE 


a GENERAL 


Oldsmobile dealers have the busiest 


telephone numbers in 


the business! 


That’s because they’ve got the 


MOTOR S 


“Rocket” Engine “88”—the “hot- 
test number on the highway” today! 


LOWEST-PRICED 
CAR WITH 
“ROCKET” ENGINE 


VALUE 
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Sales Strong in La. 


a new-car showroom of any make, | business he passed up and the con- 


By Gordon Hebert 
Staff Correspondent 

New-car sales continued to soar 
during September in Orleans parish 
(New Orleans). For the third con- 
secutive month the preceding 
month’s high was shattered when 
an even 1,300 new cars were regis- 
tered in September. The September 
figure was 75 more than August 
and 97 greater than July. Only 855 
sales were recorded in September 
of last year. 

With the last quarter yet to go, 
new-car sales in the Crescent 
city already had topped all of 
last year. For the first nine 
months of this year the total 
was 8,989 as compared with 8,653 
for all of 1948. New-car volume 
in the first nine months of last 
year was 6,288. 

A customer may now walk into 


Akron 


increasing for three 
straight weeks, new-car sales in 
Summit county (Akron) dropped 
to 368 during the week ended Oct. 
15, the Akron District Automobile 
Dealers Assn. reports. In the pre- 
ceding week, new-car sales were 
387. 





After 


including those of the three low- 
priced cars, and select the body 
style of his choice, as stocks have 
reached a new postwar high. 

A number of dealers are adver- 
tising immediate delivery and a 
few others have gone as far as to 
feature the price of the car, with- 
out equipment, in order to stimu- 
late sales. Customers are again be- 
ing asked: “What color would you 
like?” 

New-car dealers appreciate the 
fact that the buyers’ market is here, 
since a greater number are remain- 
ing open at night and they are in 
the process of enlarging their sales 
forces. Veteran automobile sales- 
men are returning to the fold, A 
few dealers are running newspaper 
advertisements seeking salesmen. 

While new-truck sales in Sep- 
tember were 20 units below the 
postwar high in August, which 
totaled 238, business was consid- 
ered good. A surprisingly high 
volume was enjoyed in the light 
field from one-half to two-ton 
jobs. Movement on heavy units, 
2% tons and up, was slow. 

The truck business, according to 
most dealers, is very competitive 
and a few of them are not getting 





| 


tacts missed, which often turned 
into a new-car prospect. 

Another new-car dealer who is 
still wholesaling his used cars, cited 
one example of the used-car situa- 
tion; that is, as far as price is 
concerned. He shopped one used 
car among five dealers and there 
was a differential in bids of from 
$50 to $275 on a '47 model. 

Service business in September 
was a bit below the exceptionally 
good volume enjoyed in August 
by most dealers, The majority 
declared that this end of the busi- 
ness dropped from 5 to 10 per- 
cent in September. Two dealers 
reported September service busi- 
ness on a par with August and 
three stated they had increases 
ranging from 10 to 15 percent, 

A dealer who averaged 1,200 serv- 
ice tickets per month for the first 
nine months of this year, said the 
average service ticket is off $2. This 
same dealer said one can’t take 
service customers and sell them 
new cars and expect service vol- 
ume to keep going up. 

Branches of national finance 
companies stated that business with 
them was good. 

af 





* * 
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A CATCHY, COMFORTABLE CLOSING OFFICE FOR WARM CLIMATES—Nash Miami 
Motors is one of Nash Motors’ large volume-producers of new and used-car sales and this 


closing office with its comfortable 


alm-studded patio is one of the features of an out- 


standing used-car sales lot. Sydney Ginsberg is president of the dealership, which has been 
setting records for car sales in the winter vacation city of Miami, even during summer months. 


Steel Tieup Fails to Lift 


San Francisco Demand 


SAN FRANCISCO.— The pros- 
pect of curtailed auto production 
has resulted in no upsurge in de- 
mand here, it was reported last 
week. Most dealers were said to 
have enough cars on hand to as- 


sure deliveries for a month or) 


resulted in brisk demand—that is, 
| brisk to what it was prior to the 
monetary action that brought in 
lower price tags. 

. + 


Lawrence, Kans. 
Several dealers in Lawrence 


Used-car sales also fell off dur- | full profits. , more. : 
ing the period, ‘The total of 44 |, Usedsat sles continue spoty Clevelan However, new model rumors|thitk; the new.car, market shoul , 
tl = a ene clean merchandise. Those dealers| The coal and steel strikes haven't have taken a back seat for the jonth or so, with gains being reg- 

se Se. © : .. |who have jalopies are practically | dented the Greater Cleveland pur- | Stee! strike and dealers, pointing | istered over last year. The used-car 

New-car business in Summit |+,)ing a total loss on them. Used-| chasing market as far as new cars|to the possible implications of it.| market should also pick up, they 
county ran well ahead of expecta- | o> stocks, as a whole, are a bit| are concerned. In fact, fearing that | Were urging the public to buy now. | .aiq. Parts and service departments C 
tions in September even though |}.jow normal. ; the strikes may cut into auto pro-| Used-car dealers said business | wil] probably gain too, although 
unit sales were off about 12 per- A check among used-car dealers, | duction, buyers here have been|momentum for them was holding| they do not look for a boom in 
cent from August, including both new-car and inde-| most active. steady. They say things weren't these departments, 

Total September new-car sales hit | ,.ndent operators, revealed the fact For the week ended Oct. 21, | too good, but certainly weren’t bad; One of the Big Three dealers il 
1,470, up 50 percent over September, | that the movement of used cars is| sales of 1,354 new cars were re- | either. here reported a gain of 44.3 per- 

1948. August sales were 1,642. better with the new-car dealer than| corded in the county—one of the Only prewar models were de-|cent in new-car sales in August, E 

Dealers said they were looking | the independent. highest weeks of the year. It was | scribed as “real slow” movers. |compared with August, 1948, while | 
for a further reduction in sales this When this fact was pointed out | 200 cars over the previous week, The only upsurge in automotive | his used-car sales were down 32.7 
month as they entered the tradi-| ¢) 4 new-car dealer he said: “We | and 25 percent over a year ago. | business here was reported by| percent during the same period. i 
tional off season for the industry. | are back in the used-car business- | Used-car sales amounted to 2,188| Austin dealers. They said that| His new truck sales gained 20 | tl 

September new-truck sales were | 1 i, a question of moving our | during the same week and were | British devaluation of the pound | percent over August last year, and | 
RRP his used-truck sales gained 67 per- B 


161, an increase of 18 over Au- 
gust but well behind the 187 fig- 
ure for September a year ago. 

Chevrolet, Ford, Plymouth and 
Buick topped new-car sales in that 
order for September. 

Used-car sales in September also 
held up well. The total of 2,058 was 
nearly 600 ahead of the same month 
in 1948.—(Joe Kuebler). 

* * * 


used cars to sell the new ones. 
We are reconditioning our used 
cars and putting plenty of pres- 
sure on our used-car salesmen to 
sell them. Our new-car business 
will take care of itself if we are 
able to move the used cars.” 

One new-car dealer, who got back 
in the used-car end of the business, 
sold 20 used cars the first week he 









also 25 percent over a year ago and | 
130 over the previous week. 

Sales of 140 used trucks were the 
highest since early May, but 7 per- 
cent under the previous week, New- 
truck sales, however, showed a 
strong trend with 120 units pur- 
chased.—(Sanford Markey). 


Vehicle Salles Up 





Washington 


Sales of new automobiles in the 
District of Columbia came back 
strongly in September after a sharp 
drop in the previous month. 

The August letdown, according to 
the Washington Automotive Trade 
Assn., was due to unusually heavy 
buying in July to beat the new 


cent. 

His service department showed 
a gain of 3.7 percent, while his 
parts department showed a loss 
of 16 percent. 

Another dealer in the medium- 
priced field said that his new-car 
sales gained 15 percent this August, 
compared with August last year, 
and his used-car sales shot up 50 


a 


fs opened a lot. Another new-car 
Baltimore dealer who recently resumed his District of Columbia sales tax| percent during the same period. 

New-car sales in Baltimore dur-| used-car operation, expressed his 31 AG in C nada which became effective Aug. 1, and He said that his service and Bi 
ing September slumped to 2,080/regret at not getting back in the ° oO 1 a to a natural tendency on the part| parts departments each declined 15 
units. Sales had been running | used-car business sooner due to the Y of the buying public to be more| percent under August a year ago. of 
ee oe oe an lhe CCC Over ear Ago — about spending with addi- Another dealer reported a gain "s 
truck sales of 278, however, were tional taxes facing them on every| of 30 percent in new-car sales, and Su 
the highest since April, when 285 Columbus OTTAWA.—Dominion officials | sige. a gain of 25 percent in used-car 
were sold. Both new-car and new-truck| reported that sales of new motor New-car sales in September | sales during August, 1949, com- th 

September new-car sales in | sales in the first 15 days of October | vehicles in Canada during August| amounted to 2,671 units, against | pared with August, 1948. His parts 

Maryland, exclusive of Baltimore, |have caused optimism among/of this year were up sharply over) 1,349 in August, and 1,858 in |and service departments showed 

amounted to 3,518, This total was | dealers in Franklin county (Colum-| the same month a year ago. September, last year, High point | gains of 15 and 17 percent, respec- 
second only to August’s sales of | bus), O. They were down from the level| for the year occurred in August | tively—(George M. Hunholz). me 
3,864. New-car sales in the first half of| of the previous five months, but| when 4,067 new cars were sold. , = = 

New-truck sales in the state dur- | the month amounted to 875, against | this was attributed largely to the| New commercial-vehicle sales Pittsburgh otl 
ing September were 530, against 635 | 834 in the similar period of Sep-| shutting down of plants in late|during September fell off to 183, , 8 
in August. tember. Total new-car sales in Sep-| July and early August for employe |compared with 226 in August, and| Business in the Pittsburgh dis- 

New-car sales by makes in Balti- | tember were 1,764. vacations. 287 in September, 1948. trict during the week ended Oct. 
more during September were: New-truck sales in the first 15 A total of 17,964 vehicles were| New-car sales by makes during| 15 remained at the same low level yo 

Austin, 1; Buick, 165; Cadillac,| days of October were 103, the | reported sold at retail for $36,024,- | September were: Anglia-Prefect, 2;| of the previous week, the Bureau : 
27; Chevrolet, 586; Chrysler, 60;| highest first-half monthly total | 33 during August, 1949, compared | Austin, 6; Buick, 227; Cadillac, 57;|of Business Research, University kn 
DeSoto, 27; Dodge, 90; Ford, 262;| since the first two weeks in April | with 13,676 for $27,616,430 in Au-|Chevrolet, 585; Chrysler, 55; Cros-|of Pittsburgh, reports, 
Frazer, 1; Hudson, 55; Kaiser, 14;| when 110 new trucks were | gust, 1948. This was a gain of 31.4 | ley, 4; DeSoto, 50; Dodge, 158; Ford,| “New-car registrations declined 
Lincoln, 13; Mercury, 71; Nash, 33;| delivered. percent in number and 30.4 per- | 335; Frazer, 2; Hudson, 54; Kaiser, | sharply,” the report said, adding 

19; Lincoln, 44; Mercury, 134; Nash,| that the index for the two weeks ue 


Oldsmobile, 169; Plymouth, 285; 
Packard, 35; Pontiac, 103; Stude- 
baker, 81, and miscellaneous, 2. 
In the first nine months of this 
year, 19,018 new cars and 2,402 
new trucks were sold in Balti- 
more, while in the rest of the 
state there were 27,324 new cars 
and 4,798 new trucks sold, 
September new-truck sales in Bal- 
timore were: Brockway, 3; Chevro- 


let, 105; Diamond T, 2; Dodge, 34; | 


Federal, 1; Ford, 51; GMC, 24; In- 
ternational, 27; Mack, 15; Stude- 
baker, 1; White, 7, and Willys, 8.— 


New-car sales by makes in the 
Oct. 1-15 period were: Buick, 56; 
Cadillac, 9; Chevrolet, 184; Chrys- 
ler, 38; Crosley, 4; DeSoto, 31; 
Dodge, 51; Ford, 168; Hudson, 17; 
Kaiser, 8; Lincoln, 5; Mercury, 26; 
Nash, 28; Oldsmobile, 36; Packard, 
|15; Plymouth, 109; Pontiac, 61; 
Studebaker, 26; Willys, 2, and mis- 
| cellaneous, 1. 

New-truck sales during the same 
period were: Chevrolet, 36; Divco, 
Dodge, 15; Ford, 26; GMC, 5; 


‘Ze 
10; Reo, 1; Stude- 


| International, 


| baker, 3; White, 2; Willys, 2, and 





(Kate Savage). 


miscellaneuos, 2.— 


(Bert Strang). 








cent in value. 

The August, 1949, sales included 
12,558 cars and 5,387 trucks, com- 
pared with 9,656 and 3,952 for the 
same month of last year. 

* * . 


Dallas 


Dallas county topped all Texas 
counties in new-car sales during 
September with a total of 2,718 
registrations. Combined new-truck 
and commercial-vehicle sales dur- 
ing the month numbered 439, 

New-car sales by makes during 
September in Dallas were: Austin, 
1; Buick, 230; Cadillac, 43; Chev- 
rolet, 542; Chrysler, 47; DeSoto, 32; 
Dodge, 348; Ford, 451; Anglia-Pre- 
fect, 7; Frazer, 1; Hudson, 38; Lin- 
coln, 36; Mercury, 183; Nash, 56; 
Oldsmobile, 141; Packard, 23; Plym- 
outh, 240; Pontiac, 156; Studebaker, 
115; Willys, 18, and miscellaneous, 
10. 

Commercial - vehicle and new- | 
truck sales were: Austin, 2; Chev- 
rolet, 133; Diamond T, 1; Divco, 4; 
Dodge, 55; Ford, 129; GMC, 39; 


44; Oldsmobile, 175; Packard, 75; 
Plymouth, 342; Pontiac, 167; Stude- 
baker, 128; Willys, 3, and miscel- 
laneous, 5.—(William Ullman), 





was 66.1, against 119.1 in the week 
|}ended Oct. 1 and 145.8 in the week 
ended Sept. 24, the week before 
| the start of the steel strike. 





i 
4 
' 


WA 





MODERN FETES GARAGEMEN—Two h ixty- : : 
See eta cnn, na | Reo 1 Studer, 28; Thames, 1;| ating Rags Ge Rina at Carmi ator Saadeh Grou 
. 0. C ? ; 


International, 29; Mack, 9; Nash, 1; 
and other wholesale-account representati f Mod Motors, Inc., St. J h, t | 
sentatives o odern Motors, Inc loseph, turned out | White, 10, and Willys, 3. 


for a party given by the Ford dealership there. ummins has been associated with Buick for 32 years. 
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Spyke and Dyke 
... look alike! 


Outside the dealer’s window, perhaps...but not on the 
dealer’s books. 

Dyke buys a new car every three years, while Spyke buys 
one better than every three months! . . . Not that Spyke’s a 
playboy or auto aficionado—just a business man who buys 
cars for his company’s salesforce as well as his own use. 

The business man is a double-barreled car prospect. 

As a consumer, he’s over-average by all standards... 
belonged to the pre-war minority that bought their cars new. 

As a decision maker in his firm, he may influence directly 
or indirectly, the purchase of cars for company use. 

This factor alone should make Nation’s Business mighty 
interesting to automotive advertisers ... because Nation’s 
Business has assembled the largest aggregation of business 
men prospects of any business magazine published —-more 
than 650,000! These business men.think enough of Nation’s 
Business to pay $15 in advance for a three-year subscription! 

As individuals, their income status is high ... 26% in the 
$10,000-and-up bracket, 64% in the $5,000-10,000 bracket 
...and 91% of them influence the purchases of their firms 
—which amount to 2,155,844 cars and 1,604,284 trucks. 

When their privately owned cars are added . . . Nation’s 
Business circulation represents an average automotive market 
of about ten units per copy! We doubt if any publication of 
similar size offers so much potential, and so little waste, to 
the automotive advertiser! 

While Nation’s Business covers big business...it reaches 
more small businesses all over the country—not reached by 
other general business magazines! j 

If you don’t know as much about Nation’s Business as 
you should...any NB office can tell you what you need to 
know! (Figures from the National Analysts study, 1949.) 


NATIONS BUSINESS 


Detroit Office: General Motors Building 


WASHINGTON, NEW YORK, CHICAGO, CLEVELAND, SAN FRANCISCO AND LOS ANGELES 


iN) 


IJAe QOTUA 
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al Program To Be iii ee 





Tire Dealers’ Parley 
Opens in Cincinnati 


CINCINNATI. — With notable 
speakers and a program of far- 
reaching importance, the 29th an- 
nual conference of the National 
Assn. of Independent Tire Dealers 
opens today (Oct. 31) at the Neth- 
erlands Plaza hotel. 

The meeting will run for three 
days and promises to be one of 
the most vital in the history of 
the organization, General Man- 
ager W. W. Marsh said. 

“The tremendous importance of 
the recent Federal Trade Commis- 

sion draft rule,” he said, “which 
very well could change the pricing 
structure of the industry and give 
the independent tire dealer the even 
break he has been denied, will 





Seat Cover Firm 


Adds 5th Plant 


CHARLESTON, Miss. — Acquisi- 
tion by Howard Zink Corp., Fre- 
mont, O., of a 40,000-square-foot 
plant here, announced by Howard 
E. Zink, president, brings to five 
the number of Zink plants devoted 
to the manufacture of auto seat 
covers. 

Zink already had plants in Pas- 
saic, N. J., and Long Beach, Calif., 
as well as two in Fremont. C. M. 
Werling, executive vice-president, 
said that the Charleston plant, 
scheduled to employ between 150 


and 175 people, will serve the south-|court decision 


central and southwestern states. 


| 
| 





|come in for thorough analysis and 


discussion.” 

Marsh said that Dr. Arthur 
Burns, dean of George Washington 
university’s school of government 
has made a thorough analysis of 
the FTC draft rule and will present 


|his findings at Wednesday’s after- 


noon session. 

This will be a closed meeting, and 
only registered NAITD members 
will be admitted, Marsh said. 

He also disclosed that at this 
session the long silence which has 
cloaked NAITD’s legal program 
for nearly four months will be 
broken, Members, he said, will 
learn the full story of what 
happened during meetings be- 
tween NAITD’s lawyers and rep- 
resentatives of the rubber 
companies. 


Some of the speakers listed for 
the convention are Senator Robert 
Taft, of Ohio; President Rankin 
Peck of the National Congress of 
Petroleum Retailers; President J. 
P. Seiberling of Seiberling Rubber 
Co.; Undersecretary of the Navy 
Dan Kimball; President Harry 
Webster of Denman Rubber Mfg. 
Co.; President Graham Patterson 
of the Farm Journal and the Path- 
finder; President Lee R. Jackson of 
Firestone Tire & Rubber Co.; Presi- 
dent John W. Anderson of Ander- 


son Co., and Dr. Arthur Burns, 
economist. 
How independent tire dealers 


have been affected by the Supreme 
which outlawed 
| Standard Oil of California’s exclu- 


sive dealing arrangements with its 
|leased service stations will be ex- 
| plained clearly to the membership, 
Marsh said. 

Participating in the three-day 
program, Marsh said, will be repre- 
|sentatives of most rubber com- 
|panies, the U. S. Department of 
Commerce and manufacturing 
| firms, including DuPont, Dow Corn- 
ing, Bear, SuperMold and others. 


Goodrich Head 
Asks User Aid 
To Kill Excises 


AKRON. Efforts now being 
made in Congress to lift the heavy 
excise tax burden should enlist 
the active support of American 








motorists and vehicle operators 
who in 1948 paid more than $150,- 
000,000 in excise taxes on tires and 
tubes, John L. Collyer, president of 
B. F. Goodrich Co., declared last 
week. 

“Each purchaser must pay a tax 
of five cents per pound on a tire 
and nine cents per pound on a tube. 
For example, the motorist pays, in 
excise taxes alone, $1,38 on the 
most popular size of passenger car 
tire and tube, regardless of the 
purchase. price,” Collyer said. 

“Excise taxes are generally con- 
sidered to be levied on luxuries, but 
automobile tires are not luxuries to 
the millions of American car-own- 
ing families. Yet few realize that 
the excise tax on tires and tubes 
which was doubled in 1941 is still 
imposing an out-of-line burden on 
car upkeep.” 

Any consideration given to the 
long-overdue revision of excise 
taxes should deal first with items 
that clearly are necessities rather 
than luxuries, he said. 


CROSLEY ANNOUNCES 


Factory 
-Rebuilt 


t ENGINES FOR $89 


Crosley owners everywhere are hearing about the remarkable per- 
formance of the Crosley engine with new CIBA (cast iron) block 


In one test completed on July 7 in 
Jacksonville, Florida, a standard Cros- 
ley Station Wagon powered by a Cros- 
ley engine with cast iron block, made 
a continuous run of 50,025 miles—a 
distance of twice around the world— 
in 105 days and nights, averaging 45 
miles per gallon of gasoline! 


Important Service Announcement 


This new Crosley cast iron block fits 
engines in all postwar Crosley cars. 
The Crosley owner desiring an engine 
overhaul can now exchange his old 
Crosley engine for a factory-rebuilt 
engine with cast iron block and new 
engine guarantee. Price? Only $89!— 
including federal tax and freight paid 
both ways. Cost of engine removal 
and installation (about 5 hours labor 
time) extra, at regular hourly labor 


rates. 


This is big news, important news to 


ers who service 


ALL CROSLEY PRICES HAVE BEEN REDUCED! 


For example, the popular Station 
Wagon has been cut $105—and 
the Sedan Deluxe and Convert- 


ible $101 each! 


CROSLEY STATION WAGON 


all-steel, built for rugged endur- 
ance. Seats 4, or 2 with rear seat 
removed and % ton load. One 
of six great Crosley models. 





all Crosley dealers, to all other deal- 


Crosley cars, to gar- 


ages and service stations with repair 
facilities. Be prepared for the Crosley 
owners who will 
about this offer which will be featured 
in Crosley’s nation-wide advertising. 
Write for full details to Crosley Mo- 
tors, Inc., 2530-16 Spring Grove Ave., 
Cincinnati 14, Ohio. 


“ERESEEYF oo cine car 


“You see them everywhere" 


drive in and ask 





CHILE DEALER 
dora Wal, Ltd., 
| accompanied by “Jerome Granzicki, 


Oldsmobile dealership 


can be given a bright, reflective 
surface without mechanical or elec- 
trical operations by a process de- 
veloped by Battelle Institute, Co- 
lumbus, the firm announces. 

The product to be finished is 
dipped into a chemical solution. 
When withdrawn a few minutes 
later, it is polished to a mirror-like 
luster, according to the company. 

Battelle engineers hesitated to 
speculate on possible uses in the 
automotive field since the process 
is so new. However, it has been 
suggested that small trim parts, 
such as headlight and _ tail-light 
rings and various mold strips might 
be given a preplating polish by the 
process. 

The chief advantage of the pro- 
cess is its simplicity. Items of in- 
tricate form can be quickly pol- 
ished by dip treatment, it is said. 
The surface obtained may serve as 
the final finished surface or as a 
base for subsequent plating. 

In practice, it has been found 
that chemical polishing—as_ the 








‘Commercial Fleets 
Receive Tribute 


From Hufstader 


CHICAGO. — Management and 
drivers of 45 commercial-vehicle 
|fleets which won awards in the 
18th annual National Fleet Safety 
| contest, conducted by the National 
|Safety Council, were paid high 
tribute last week for their contri- 
|butions to social and economic 
progress of the country. 

The tribute was spoken by W. F. 
| Hufstader, vice-president of distri- 
‘bution of General Motors, at a 
|luncheon here. It was attended by 
,500 management representatives of 
|commercial fleet operations. 
| Also present were public officials 
|and others interested in street and 
| highway safety. The awards were 
to the companies on the basis of 
|composite fleetwide safety records. 


K-F Boosted 


Clymer Reports Owners 


Like Their Cars 
| LOS ANGELES.—In a survey of 





| mer, automotive historian, has dis- 
|}covered that of the 300 persons 
| interviewed 251 rated their cars as 
| “excellent,” “very good” or “good.” 
| When asked whether or not they 
would again buy a K-F product, 63 
| percent said “yes” and another 14 
percent said “yes, with reserva- 
| tions,” according to Clymer. 
Clymer said that owners re- 
| ported average gasoline mileage in 


|the city was 17.8 and 20.1 in the | 


country. Some of these cars, he 
j}explained, were equipped with 
overdrive. 
| On oil mileage, 91 percent said 
| it was good. 

Clymer has completed a trip 
|from Willow Run to Los Angeles 
| in a new Kaiser Vagabond. He 


| praised its all-around performance | 


|}and design. 





AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . . . an esti- 
mated more than 100,000 cover-to-cover 
readers weekly! 


COLUMBUS, O.—Metal products | 


| Kaiser-Frazer owners, Floyd Cly- | 


in Santiago, 
standing in rear, of General Motors Overseas division, 
Detroit office. At right, C. A. Blake, Oldsmobile's central region manager, 
| production set-up of the main plant. Gannon's dealership is second in Sales in _Santiago. 





a 


VISITS OLDS PLANT—John Gannon, 


left, seated, proprietor of Importa- 
Chile, recently visited Lansing, 


explains the 


Chemical Plating May Find 
Uses in Auto Field 


process is called—may eliminate 
from one to five production steps 


|in the finishing of a metallic prod- 


uct, according to the institute. 
Metals that can be chemically 


polished include brass, copper, 
nickel-silver, Monel, nickel and 
aluminum. 


GM Institute 
Graduates 50 in 
First Fall Class 


FLINT.—The first class to com- 
plete the Dealership Management 
Training program at General Mo- 
tors Institute here, this fall was 
made up of 50 men from 22 states 
and Canada, the institute reports. 
They were selected by GM divisions 
to participate in the program as 
potential managers of dealerships 
where they are employed, many of 
them being relatives of GM dealers. 

Since the program’s inception 
late in 1947, approximately 500 


|}men have been chosen to receive 


this type of training. They have 
come from all parts of the U. S. 
and Canada and from many 
foreign countries. 

The eight-week program is de- 
signed to provide basic training in 
the principles of the effective oper- 
ation of a GM dealership. 

It includes study in dealership 
accounting, management and ad- 
ministration, business management, 
new and used-car sales, service 
and parts merchandising. 


Chrysler Dealer 
Promoting Novel 


Car-Lease Plan 


LOS ANGELES.—The 12th anni- 
versary of Greene - Haldeman, 
world’s largest Chrysler-Plymouth 
dealership, was 
marked here last 
week by the in- 
troduction of a 
revolutionary 
plan enabling 
people in low-in- 
come brackets to 
have a new car 
without a heavy 
down payment 
and burdensome 
monthly pay- 
ments. 

Identified as the Greene-Halde- 
man special “car lease” plan, it 
makes it possible for Californian’s 





Burch Greene 


}to drive a new Chrysler or Plym- 


outh for a “low” monthly rental 
fee and an initial deposit that is 


| refundable at the end of the rental 


term, All special fees such as li- 
cense, taxes and insurance are paid 
by Greene-Haldeman. 

Another feature of the Greene- 
Haldeman special “car lease” plan 
is that the driver can apply all 


|}money paid to the outright pur- 


chase of the car at the end of the 
lease period. 


Jones-Stannard Forms 


Jones-Stannard Motor Co. (Lin- 
|coln- Mercury), Concordia, Kans., 
|}has completed incorporation pro- 
cedure with the secretary of state. 
William A. Stannard was named 
resident agent. The firm has an 





authorized capital of $24,000. 
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| eCcipé tor SUCCESS : 
; \ Pe 
he in the home that buying decisions are made on the content which puts readers in a buying mood. This, in 
things you sell—cars, tires, accessories. turn, makes them welcome advertising that catches their 
> while they’ ing ir mind. 
That’s why Better Homes & Gardens is “America’s 1st eye walle they're snaking up their mind 
: Point of Sale” for automotive products. Is it any wonder that your products are easier to sell when 


they’re advertised in Better Homes & Gardens? 


Not just because BH&G goes directly into more than 
3,000,000 homes. Nor even because they’re suburban- 
type homes that need cars and buy new ones twice as 


often as the national average. 


What does the trick is BH&G’s helpful, 100 % service 


| Americas I hint of Sale 


3. 


A SCREENED MARKET OF MORE THAN 3,000,000 BETTER HOMES 















Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

HE SAME relative law as to the 

actual value of an automobile 
is applicable to replevin suits by 
automobile dealers who repossess 
automobiles for non-payment. Ir- 
respective of the selling price of 
the automobile, the actual value of 
the car must be considered before 
deciding in which court the suit 
should be filed. 

For example, in Jenkins v. 
Franks, 215 S. W. (2d) 694, the 
testimony showed facts, as fol- 
lows: One Franks, 19 years of 
age, purchased from Jenkins 
Motor Co. a 1937 model Chevro- 
let, Franks failed to pay for the 
car and the automobile dealer 
filed suit to repossess it. 

The law in this state was that 
a justice of the peace cannot ren- 
der a decision where the value of 
the automobile in litigation is 
more than $500. Nevertheless the 
justice of the peace decided the 
case and authorized the automo- 
bile dealer to repossess the car. 
Then Franks appealed to the high- 
er court and proved that the ac- 
tual re-sale value of the car on 
that date was over $500. 

In view of this testimony, the 
higher court held that Franks 
could take possession of the car 
from the dealer without any pay- 
ment. The court said: 

“Where the automobile which 
the dealer repossessed in proceed- 
ing before a justice of the peace 
was worth in excess of $500, the 
justice was without jurisdiction, 
and the dealer did not obtain legal 
possession of automobile and the 


Keeshin, Ratner 
Buy Hayes Lines; 
Seek Other Firm 


MATTOON, Ill.—John L. Kee- 
shin, whose career in the motor- 
trucking field has been stormy in 
recent years, teamed up last week 
with David H, Ratner to buy Hayes 
Freight Lines, Inc., for a reported 
$2,000,000. 

The firm serves 1,700 cities in 
Illinois, Indiana, Ohio, Kentucky 
and Tennessee. 

It is one of the nation’s largest, 
with revenues expected to gross 
$15,000,000 this year. 

Keeshin and Ratner also joined 
in stating that they will continue 
their efforts to acquire Keeshin 
Motor Freight Lines, Inc., which 
has been the center of bankruptcy 
proceedings since February, 1946. 

In the event the Keeshin Freight 
is acquired, this line will be merged 
with Hayes to form a trucking firm 
that will encompass a territory 
from Minnesota and Iowa to the 
Atlantic seaboard, Keeshin said. 

The newly purchased line will 
now be known as Keeshin-Hayes 
Lines. 

In discussing his plans to win 
back Keeshin Freight, Keeshin 
said: 

“We will continue our attempts 
to win control of this line in order 
to merge its facilities with the 
Hayes system. We feel that our 
reorganization plan best meets the 
interests of creditors and stock- 
holders of the line.” 

Federal Judge Walter J. LaBuy 
rejected Keeshin’s plan, but allowed 
him until today (Oct. 17) to present 
another plan. 








purchaser was entitled to recover 


possession from the dealer.” 
* oz * 


Sells Branch 


CCORDING to a recent higher 

court an automobile dealer 
who purchases another dealer’s 
business may expect and demand 
occupancy of the rented premises 
for a reasonable length of time. 
In other words, if the purchaser 
is evicted from.the premises short- 
ly after taking possession he may 
sue and recover the _ purchase 
money from the seller of the busi- 
ness, 

For example, in Foster v. Te- 
renio, 30 So. (2d) 531, it was shown 
that a dealer sold his business. A 
bill of sale was executed, wherein 
certain equipment was conveyed. 
The purchaser went into posses- 
sion of the premises on the 22nd 
day of April and was evicted by 
new owners of the property on the 
31st day of May. 

The purchaser sued the seller 
for money paid. The higher court 
rendered its verdict in favor of 
the purchaser, saying: 

“The purchaser had an oppor- 
tunity to investigate the status of 
the business, so the only question 
for us to decide is whether or not 
the sellers were obligated to pro- 
vide a place within which the pur- 
chaser couid conduct the business. 
The equipment amounted to very 
little, so they were in fact pur- 
chasing a business and a place in 
which to conduct such business.” 

* * + 


Sublets Premises 


ACOORDEING to a recent higher 
court, one who sells his busi- 
ness and sublets premises to the 
purchaser impliedly guarantees 
that the purchaser of the business 
may use the premises for a rea- 
sonable period for conduction and 
operation of the new business. 

For example, in Esau v. Briggs, 
201 Pac. (2d) 25, the testimony 
showed facts as follows: Walts 
Auto Parks and Garages had con- 
ducted its business for a number 
of years at 749 Maple Ave. These 
premises were occupied under five- 
year written lease from the prop- 
erty owner. The lease contract con- 
tained a clause which gave the 
landlord the right to terminate the 
lease by giving the lessee 60 days 
written notice of its intention to 
do so. 

Walts Auto Parks and Garage 
sold its business to one Esau for 
a large sum of money and sub- 
let the premises to Esau. The 
latter had no knowledge that the 
lease contained a clause to the 
effect that the landlord could 
terminate the lease by giving 60 
days’ written notice. 

Soon after Esau took possession 
of the property, the landlord noti- 
fied him that he would cancel the 
lease and notified Esau to vacate 
the premises. Then Esau _ sued 
Walts Auto Parks and Garages to 
recover the amount paid for the 
business. The higher court held in 
favor of Esau, saying: 

“The business experience of de- 
fendant (Walts Auto Parks and 
Garage) and his agent was much 
superior to that of plaintiff (Esau). 
Plaintiff relied, as above shown, in 
their representations.” 

Of course, the situation is dif- 
ferent if the seller of a business 
assigned a lease to the purchaser. 
Under these circumstances, the 














NAGLE IN 26th YEAR AS DEALER 
ceived by Charles S. N. 
regional manager, Phila ge. On the left is Jack McCaffery, district representative. The 


dealership recentiy spent 
end boost 
since its inception in 1923. 


IN POTTSTOWN, PA.—A sil 1 is bei - 
le, head of Nagle Motors (Dod George E. Little (right) 


e), from George E. Little (right), 


000 to modernize the display room d i depart 
its floor space to 12,000 square feet. The Nagle "i oe hg ag ctr 


rm has had the Dodge franchise 
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purchaser of the business has com- 
plete information of the lease con- 
tract and its limitations. Hence the 
purchaser of the business cannot 
sue and recover any money or 
damages from the seller, although 
the lease is cancelled immediately. 
* > * 


Adverse Possession 


ACCORDING to a recent higher 
court one who uses another's 
property for a number of years 
can continue the same use without 
interference of the real owner of 
the land. 

For example, in Grace v. Fuller 
Automobile Co., 81 N. BE. (2d) 401, 
it was shown that in 1922 the Co- 
lumbia Co. purchased a city lot 
and constructed a building thereon. 
A driveway 10 feet wide was be- 
tween the Columbia Co.’s property 


and property owned by the Fuller | | 


Automobile Co. 

The driveway was used jointly 
by both companies. Later the Co- 
lumbia Co. sold its property to 
one William. Several years later 
the automobile company discov- 
ered that nine feet of the drive- 
way was on its property and only 
one foot was on the property 
now owned by William. 

The testimony showed that the 
driveway was in common use for 
over 21 years. The court decided 
that both William and the auto- 
mobile company could use the 
driveway without interference of 
the other. This court said: 

“Such decree will define the 
right of way as ten (10) feet in 
width of which the south nine (9) 
feet are upon defendant’s (Fuller 
Automobile Co.) land and the north 
one (1) foot is upon plaintiff's 
(William) land.” 


Allen Announces 
New System for 


Sales, Service 


KALAMAZOO, Mich.—Announce- 
ment of a new sales and service 
program which includes the addi- 
tion of a nationwide staff of 


factory trained sales engineers, 
each equipped with a mobile 
demonstration and_ instructional 


unit; regional managers; sectional 
service centers, and other methods 
of service to dealers has been re- 
leased by the Allen Electric and 
Equipment Co. here. 

According to the company, the 
biggest step in the new program is 
the addition of 60 sales engineers 
who have been trained at the Allen 
factory in every phase of motor 
check-up and operation of Allen 
equipment. 

Each sales engineer travels in a 
special station wagon completely 
equipped with Allen motor analyz- 
ing and testing equipment which 
will be used to give dealers “on- 
the-spot” demonstrations in con- 
junction with local distributors. 

Another change in the Allen 
sales-service setup is the division 
of the country into seven regions, 
each under the supervision of a 
regional manager. 

Technical bulletins will be sent 
to dealers periodically. They will 
contain information on new prod- 
ucts, check-up information, inform- 
ation on new developments by car 


manufacturers and other salient | 


data. 

According to a company spokes- 
man, the aim of the new program 
is to provide present users and 
prospective buyers of Allen equip- 
ment with prompt, expert assist- 
ance in_ selecting equipment, 
operation instruction and after- 
sales service right in the dealer’s 
own establishment. 


N. Y. Police Nab Four 


In Gas Coupon Racket 
NEW YORK. — A 
counterfeit American Automobile 
Assn. gasoline discount coupons has 
been nipped in the bud here with 
the booking of four men by the 
police department forgery squad. 
The four were identified as Abra- 
ham Diamond, 34; Milton Rovner, 
38; Saul Antin, 24, and Bernie 
Howard, 37, all of whom gave 
Brooklyn addresses. According to 
the police, the ring printed 70,000 
bogus coupons of the 10-cent vari- 
ety issued by the AAA to affiliated 
gas stations. Not many of the 
counterfeits got into circulation, an 
AAA spokesman said, because sus- 
picious gas station operators called 
the AAA as soon as they appeared. 








LONDON'S INTERNATIONAL MOTOR EXPOSITION—More than ever before, the English 
car makers stressed the export market at the auto show in Earl's Court. Other European 
makes and U. S. cars were also on display. Above is the six-cylinder Jaguar Super-Sports 
two-seater. It is equipped with folding top and side curtains. 





THE ROLLS-ROYCE MODEL FOR EXPORT ONLY—A pressed steel body, left-hand drive 
shift control on the steering column are features of the Silver Dawn model. 








FOUR CYLINDERS POWER THE RILEY—The model shown was in sun bronze with maroon 
| trim, 


racket in| 
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METALLIC GREY AND GREY LEATHER—This four-seater convertible is a Bentley Mark V! 
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Highways & Safety... 


Unsafe-Car Removal 


Wood Adds Shop 
J. M. Wood Motors, Ltd., Vic- 
toria, B. C., has placed a contract 
valued at $14,000 for an addition 
to its premises at 1061 Yates St. 
The building will be used as a re- 
pair shop. 








Pushed by 


bd AN effort to remove unsafe 
ears from the streets, the 
Greater Chicago Used Car Dealers 
Assn. has launched a campaign 


U. C. Men 


when driven, and actually consti- 
tute a hazard when parked on the 
public streets. These cars should be 
removed and permanently elimin- 
ated as transportation. 






FLASH-A-CALL 
SERVICE CONTROL PROGRAM 


A plan designed to increase your 
to 40 


service volume from 25 


nglish called Save a Life—Twice. The pro- 
>pean gram will tie in “Members of the Greater Chi- ETS REDBOOK TOUR—Redbook magazine's 2,200-mile-circle picture four speed service, save mechanics 
_ with the Com-/ cago Used Car Dealers Assn. a ee ‘Tex tears to Grand Canyon meets Nash Dealer Byron Stout jr., president of time and to correct the many 





munity Fund in 
that all proceeds 





recognize this campaign—Save a 
Life—Twice as an opportunity to 


Byron Stout Co., Inc., 





tour, completed in 10 days, followed 


Wichita, ae at ee $ tne 
" - dbook's three models-on-tour wi is mm. movie ca . 
Se ee te ; historic routes through sand and sagebrush country, 


Shown is Stout and his family 
Redbook's 








troublesome problems of your 


Te alte elec 


will be turned perform two important civic land and across snow-flanked mountain passes. 
over — char-}| functions. It is our intention to —— —— . — For SMALL and LARGE shops 
> ity. e cam-| see to it that every unsafe car o ° period,” the department's accident- | [eer iwT ene Teen 
“Te” ~~ Gerace Seven-| a he se ce Accidents in Ky. | reporting section said alates <P ‘ 


ber, and approx- 
imately 1,000 cars are expected. 


Each member of the associa- 
tion (265) has pledged at least 
one automobile, which has been 
deemed unsafe, to the plan. The 
secretary of state has agreed to 
furnish junking certificates for 
these cars. 

The association will sell all of 
these cars to the scrap-salvage 
company which makes the highest 
bid, and profits will be given to 
the fund. 

Save a Life—Twice is aimed at 
doing two things: saving a life by 
removing an unsafe car from the 
streets, and aiding another life 
through proceeds to the Com- 
munity Fund. 

* 





* * 


“AS PART of our association 
policy,” said Milton T. Raynor, | 
general counsel, “we are endeavor- 
ing to do everything in our power | 
to eliminate automobiles from the 
streets which constitute a hazard | 
to our children and to the public. 
“There are many such automo- | 
biles owned by the public of Chi- 


cago which constitute a menace | 


streets as a menace, 
“We are certain that the public 


will recognize this campaign in the | 


same light and will make every 
effort to help the Community Fund 
drive while simultaneously making 
Chicago a safer place in which to 
live, and a safer community in 


| which to raise our children.” 


The campaign is under the chair- 
manship of Herbert J. Robinson. 









Cost $9,500,000 


Traffic accidents in Kentucky 
cost $9,498,378 during the first nine 
months of the current year, esti- 
mates of the state police depart- 
ment show. 

“There have been 404 fatalities 
and 6,867 injuries in the 15,107 acci- 
dents in the state during that 





“Passenger cars lead the list of 


vehicles involved in accidents with 


Trucks are next with 
29 percent. Buses are involved in 
2 percent. Motorcycles and other 
vehicles make up the remainder. 
Fifty-nine percent of the accidents 
occurred in rural sections of the 
state.” 


66 percent. 


There are profit-making opportunities in 
AUTOMOTIVE NEWS want ads. 





Write for information 


FLASH - A- CALL 
NCCU 


2433 South Indiana Avenue, 
TER Chicago 16, Ill. 






Nothing takes the place of Leather 


fLunbiy 


An automobile upholstered in genuine leather appeals to the eye 





cl | Better Lighting, because of its beauty . . . to the sense of value because of its worth. 
Clinics Ur ed For the smartness of leather . . . the feel of leather . . . the durability 
= 4 & ‘ of leather... outclass and outlast other materials that may be offered 
a For Night Safety in substit ute. We believe the trend is again toward the genuine . . . 
drive Clinics on night blindness, gov- | that people are buying with more discrimination. With this return to 





snernoenenecnennnsmmansasist Oe 


ernment research in the field of | 
automobile lights and better street- | 
lighting programs have been rec- | 
ommended as methods of combat- | 
ting night accidents by Capt. E. L. | 
Engelhart of the traffic division of 
Akron’s police department. 
Capt. Engelhart spoke at a ses- | 
sion of the three-day Ohio safety | 
conference. 
“City legislators, who are respon- 
sible for street lighting, should be | 
educated on the subject,” he said. 
“If they use their initiative and 
promote better lighting programs, 
it will be easy to educate the | 
public.” 
Better street lighting also was | 
recommended by Robert M. Hois- | 
ington, Ashtabula’s city manager. 
Hoisington described his city’s 
lighting program, whose primary | 
phase will be completed in 1951. 
“Drivers are _ responsible for 
watching the factors of intoxica- 
tion, speed and fatigue,” T. J. 
Kauer, director of Ohio’s depart- | 
ment of highways, said. “Every | 
drunken driver is a potential killer. | 
Speed should be reduced at night. 
During long trips, drivers should 
stop frequently to rest.” 
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IT OVER—New truck tire an- | 
Goodyear Tire & Rubber Co. is | 
e emmel, manager of 

tire sales. Termed the Hi-Miller Xtra 
. the tire is the latest version of its 
Predecessor by the same name. Long-wearing 
Qualities inherent in the former product have 
been combined in the new tire with a still 
Greater resistance to skidding and ‘“'jack- 
knifing,"" Goodyear engineers point out. 


truck 
Tred 












leather is real . . 


proves its appearance . . 


serve its value. 


. prolongs its usefulness . 


100 GOLD STREET - 


quality . . . leather comes into its own . . . for leather is genuine . . . 


. and the use of leather in upholstering any car im- 


ee helps to pre- 


THE UPHOLSTERY LEATHER GROUP - TANNERS' COUNCIL OF AMERICA 


NEW YORK 7, N.Y. 


The Ashtabula Hide & Leather Company, Ashtabula, Ohio + Blanchard Bro. & Lane, Newark, W.J. + Conneaut Leather, inc., Conneaut, Ohio + Delawere Tanning Inc., New York, N.Y. 


Eagle-Ottawa Leather Company, Grand Haven, Michigan . 


The Lackawanna Leather Company, Hackettstown, N.J. =» 


Radel Leather Manufacturing Company, Newark, W. J. 
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Aw up all the money, all 
the materials, all the machines, all the man- 
agerial “‘know-how’’ in this land—but leave 


out salesmanship—and what have you got? 


FIGURATIVELY, you’ve got the world’s finest automobile 
without gas! 


Yes, leave out America’s salesmanship and you’ve got 
the world’s finest book, backer, props and supporting 
cast — without stars... the world’s finest watch without 
mainspring ...the world’s championship ball club — with- 
out bats! 


A truism, of course. But today, in the face of falter- 
ing demand in almost every marketplace, nine million 








NEW YORK 


220 East 42nd Street —MUrray Hill 7-5200 


Tribune Tower—WHitehall 4-2280 





ell, 


American sellers need home-office support as they never 
needed it before. 





Even your sales force needs new inspiration, new deter- 
mination, new drive. It needs an antidote for depression 
jitters, a new sense of oneness with G. H. Q.—and the 
heartening news that each man on the force will get 
much stronger advertising “cover” where he needs it 
most—where he works! 


How can you dispatch that heartening news? By an- 
nouncing a bigger, bolder national advertising program 
in Metropolitan Group’s national network of locally 
edited Sunday Picture Magazines. 


Here’s what you’ll get: 


You’ll get the second largest audience ever assembled for 
national advertisers—with a bow to our sister medium, 
Metro Sunday Comics—38,000,000 regular readers in 
15,000,000 families, coast to coast. 
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WHERE 38,000,000 READERS* GATHER EVERY SUNDAY, EVERY SEASON, EVERY YEAR. 
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CHICAGO DETROIT 





New Center Bldg.—TRinity 2-20 





INSTEAD OF GOSSAMERY COVERAGE in big cities and 
“whistle stops,” alike, you’ll get fifty, sixty, seventy, 
eighty per cent family coverage in 514 principal cities— 
plus 5,000,000 families in other productive markets. 


You’ll get a chance to sell these families— and the mer- 
chants they patronize—on Sunday, when folks every- 
where are relaxed, when acquisitive sights are set for 
something to buy. 


Instead of selling against a welter of competitive claims 
surrounded by mesmerizing fiction, your advertisements 
will get an infinitely better chance to stand out-&-sell! 
Why? Because they’ll appear in less cumbersome, locally 
edited, locally loved Sunday Picture Magazines. 


A BIT HOMESPUN (which adds to their charm) they’re 
jam-packed with pictures and news about people, places 
and events germane to the various audiences they serve. 


No two magazines are alike—no more alike than any two 
sections of our multi-section nation. 


And, when skillfully prepared, your advertisements in 
Metro will be read more thoroughly by more people in 
more places where more goods are bought. They’ll sup- 
ply the compelling advertising ‘“‘cover” your sales force 
urgently needs in the nation’s key markets. 


BEST OF ALL, if you’re planning pin-pointed promotions 
in distributive channels, you’ll get in Metro the ideal 
set-up for tie-in advertising. Ideal because (a) local mer- 
chants rate Metro papers tops for business and personal 
use; (b) Metro affords the only opportunity to sell con- 
sumers-&-retailers locally on a national scale. 


ANY WAY YOU FIGURE, your sales force has its job cut 
out for it. In a phrase, it’s sell, sell, sell! So buy Metro 
now—and give your sales force much stronger support 
where it will be needed in the year ahead! 


SAN FRANCISCO 


155 Montgomery St.—GArfield 1-7946 


AN ASSURED NATIONAL AUDIENCE FOR NATIONAL ADVERTISERS. ©) 411 apes, ait incomes, both sexes. 
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The following advertised delivered prices $1,507; Suburban, $1,855; bus. cpe., $1.- 4 

ave based 1 tottene rota prices at the ° me 385.75; Deluxe Fis —4-dr. sed., $1,566; ’ Gr 
5 include dealer very club cpe., $1,534.25; Special Deluxe P18— 

and handling charges and federal taxes. C T p N A T b | 4-dr. sed., $1,644; club cpe., $1,617.50; 

They do NOT include transportation urren rices on ew u omo t es conv., $1,997; stat. wag., $2,387. To 

charges, state sales taxes, or optional PONTIAC—Streamliner Six—4-dr. sed., G 

equipment. 348.50; club cpe., $2,327.50; conv., $2,761; | club cpe., $1,511; Eight—4-dr. sed., $1,546; | bus. cpe., $1,633; Statesman Custom—4-dr. | $1,740 (deluxe, $1,835); sed. cpe., $1,689 Bl 

BUICK—Special Series 40—4-dr. sed., | 8-P48S. sed., $3,037.25; lim., $3,163.50; | 2-dr. sed., $1,498.50; bus, cpe., $1,419.50; | sed., $1,897; 2-dr. sed., $1,872; club cpe., | (deluxe, $1,784); stat. wag., $2,543 (de- oO 
$1,925: 2-dr. sed., $1,872; bus, cpe., $1,- | S@ratoga—(Presto-Matic standard) — 4-dr. | Custom Eight—4-dr. sed., $1,637.50; 2-dr. | $1,894; Ambassador Super—4-dr. sed., $2,- | luxe, $2,622); Streamliner Eight—4-dr. sed, the 
819; Super Series 50—4-dr. sed. $2,157; sed., $2,635; club cpe., $2,608.75; New)|sed., $1,590; club cpe., $1,595.50; conv., | 064; 2-dr. sed., $2,039; club cpe., $2,060; | $1,808 (deluxe, $1,903); sed. cpe., $1,758 tire 
2-dr, sed., $2,059; conv., $2,583; stat, | Yorker — (Presto-Matic standard) — 4-dr. | $1,948.50; stat. wag., $2,263.50. Ambassador Custom—4-dr. sed., $2,223; | (deluxe, $1,853); stat. wag., $2,611 (de- 
wag., $3,178; Roadmaster Series. 70 — | S¢4., $2,750.75; club cpe., $2,724.50; conv., FRAZER—4-dr. sed., $2,395; Manhattan | 2-4r. sed., $2,198; club cpe., $2,219. luxe, $2,690); Chieftain Six—4-dr. sed., pre 
(Dynafiow standard)—4-dr, sed., $2,735; | $3,230.75; Town & Country conv., $3,994.75; | __4-ar. sed., $2,595; conv. "$3,295. OLDSMOBILE — Series 76 — 4-dr. sed., | $1,761 (deluxe, $1,856); 2-dr. sed., $1,710 bec 
2-dr. sed., $2,618; conv., $3,150; stat, | Crown Imperial — (Presto-Matic standard) D . : , : $1,832 (deluxe, $1,974); 4-dr. town sed., | (deluxe, $1,805); club cpe., $1,710 (deluxe D 
wag., $3,734; Riviera, $3,203. —4-dr. sed., $4,714.50; 8-pass, sed., $5,- |, HUDSON — Super Six — 4-dr. sed., $2,- | $1\321 (deluxe, $1,963); 2-dr, sed., $1,758|$1,805); bus. cpe., $1,587; conv, deluxe 

278.75; lim., $5,383.75. 206.50; 2-dr. sed., $2,156; club cpe., | (deluxe, $1,900); club cpe., $1,732 (deluxe, | $2,138; Chieftain Elght—4-dr. sed., $1,829 age 

CADILLAC—Series 61—4-dr. sed., $2,-|  Gpogy: ; $2,203.25; bus. cpe., $2,053.25; conv., $2,- | $1873); conv., $2,148; stat, wag. deluxe, | (deluxe, $1,924); 2-dr. sed., $1,779 (deluxe son 
893; sed. cpe., $2,788; Series 62—4-dr. sed., EY—2-dr. sed., $866; stat. wag., | 798.75; Super Eight—4-dr. sed., $2,295.50; | $0595; Series ‘88 —.(Hydra-Matic standard) | $1,874): club cpe., $1,779 (delu 1874): im: 
$3,050; sed. “epe., $2,966; conv., $3,497; | $894; conv., $866; Hotshot roadster, $861. | 2dr, sed., $2,245; club cpe.,” $2,292.25; |" sar’ ged. $2,244 (deluxe, $2,375); 4-dr. | bus, epe.. $1,600; conv. deluxe, $2,206, tT 
Coupe De Ville, $3,497; Series 60 Special— DeSOTO—Deluxe—4-dr. sed., $2,006.25; | Commodore Six—4-dr. sed., $2,382.75; cluD| town sed., $2,233 (deluxe, $2,364); 2-dr. STUDEBAKER chanten Be ‘4-dr 4 per 
4-dr. sed., $3,828; Series 75—5-pass. sed.,|club cpe., $1,995.75; Carry-All sed., $2,-|cpe., $2,358.50; conv., $2,951.50; Commo-| .oq $2 170 (deluxe $2 301); club cpe.. sed., $1,688.50; 2-dr. sed.. $1,656.75; club ; Th 
$4,750; 7-pass. sed., $4,970; 7-pass. Im-/| 210.50; stat. wag., $2,979.25; Custom—j|dore Elght—4-dr. sed., $2,472; club cpe., $2 143 (deluxe $2 274): conv ‘s2 559: stat. cpe., $1,683; bus cpe $1 588.25: Cham- 5 
perial, $5,170; 9-pass. sed., $4,650; 9-pass, | (Tip-Toe Hydraulic Shift standard)—4-dr. | $2,447.75; conv., $3,040.75. wag. deluxe, $3,296; Series 98 —- (Hydra- | pion Regal Deluxe—4-dr. sed., $1,762; 2-dr. : est 
Imperial, $4.839. age whe - to, teres eee.. KAISER — Special — 4-dr. sed., $1,995; | Matic standard)—4-dr. sed., $2,500 (deluxe, | sed., $1,730.50; club cpe., $1,756.75; bus ’ blo 

CHEVROLET — Fieetline Special — 4-dr. 4 $3 19875, sed., $2,882.75; Suburban | Traveler, $2,088; Deluxe—4-dr. sed., $2,-|$2.594); 2-dr. sed., $2,426 (deluxe, $2,-|cpe., $1,662; conv., $2,086.25; Commander Ra 
sed., $1,460; sed. cpe., $1,413; Fileetline | *°¢-. ° » so, 195; Vagabond, $2,288; conv., $3,195; Vir- | 520); conv. deluxe. $2,973; Holiday, $2,973. | Deluxe—4-dr. sed., $2,019.25; 2-dr. sed., Mr 
Deluxe—4-dr. sed., $1,539; sed. cpe., $1,- DODGE—Wayfarer — 2-dr. sed., $1,755; | ginian, $2.995. PACKARD — Eight — 4-dr. sed., $2,249; | $1,987.75; club cpe., $2,014; Commander 
492; Styleline Special—4-dr. sed., $1,460; | roadster, $1,744.50; bus. cpe., $1,628.75; LINCOLN — 4-dr. sed., $2,574.50; club /| 2-dr. sed., $2,224; stat. wag., $3,449; De-| Regal Deluxe—4-dr. sed., $2,140.50; 2-dr. ret 
2-dr. sed., $1,413; club cpe., $1,418; bus. | Meadowbrook—4-dr. sed., $1,865.75; Coro- | cpe., $2,527; Cosmopolitan—4-dr. town sed., | luxe Eight—4-dr. sed., $2,383; 2-dr. sed.,|sed., $2,108.75; club cpe., $2,135; conv., ley 
epe., $1,339; Styleline Deluxe—4-dr. sed.,|met—4-dr. sed., $1,944.75; club cpe., | $3,238; sport sed., $3,238; club cpe., $3,- | $2,358; Super — 4-dr. sed., $2,633; 2-dr. | $2,467.50; Land Cruiser 4-dr. sed., §$2.- 
$1,539; 2-dr. sed., $1,492; club cpe., $1,508; | $1,931; conv., $2,346; 4-dr. town sed., | 185.50; conv., $3,948, sed., $2,608; Super Deluxe — 4-dr. sed., | 327.75. 
conv., $1.857; stat. wag., $2,267. $2,029; stat. wag. $2,882.50; 8-pass. sed., MERCURY—4-dr. sed., $2,031; club cpe., | $2,919; 2-dr. sed., $2,894; conv., $3,350; WILLYS-OVERLAND—Four—stat. wag., 

CHRYSLER—Royal—4-dr. sed., $2,153- | $2,634.25. $1,978.50; conv., $2,409.50; stat. wag., $2,- | 7-pass. sed., $3,950; lim., $4,100; Custom | $1,709.08; stat. wag. (four-wheel-drive), 

-75; club cpe., $2,133.75; stat. wag., FORD — Six — 4-dr. sed., $1,472; 2-dr. | 715.50. —(Ultramatic standard)—4-dr,. sed., $3,- | $2,008.27; Jeepster conv., $1,603.01. Six— I 
$3,151; 8-pass. sed., $2,842.50. Windsor— | sed., $1,425; bus. cpe., $1,333; Custom Six NASH—Statesman Super—4-dr. sed., $1,- | 975; conv., $4.520. stat. wag., $1,814.33; stat. sed., $1,866.92 of 


(Presto-Matic standard)—4-dr. sed., §2,- 


—4-dr. sed., $1,558.50; 2-dr. sed., $1,511; 


738; 2-dr. sed., $1,713; club cpe., $1,735; 


PLYMOUTH — Deluxe P17 — 2-dr. sed., 


Jeepster conv., $1,639.85. 
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Dealer 


Donald C. Cornelius of Rockford, 
jl, has purchased the Nash-Madi- 
son Co., Madison, Wis., according 
to T. B. Luhman, who has been 
president of the auto firm for the 
past four years. 

The new owner stated that the 
present force will remain as it is: 
Stanley Jensen, general manager; 
Carl Gunderson, parts manager; 
Harry Christensen, used-car man- 
ager; A. E. Beling, in charge of the 
body department, and William 
Jones, office manager. Luhman said 
he has made no plans for the im- 
mediate future. 

+ * * 





Blain Builds Garage 
A new garage building is being 
erected for Blain Chevrolet Co. at 
Ladysmith, Wis. The Blain com- 
pany also operates garages in 
Bruce and Weyerhauser, Wis. 
om * * 


Davis Names Helton 


George Helton has been appoint- 
ed new-car sales manager of M. I. 
Davis Co., Inc. (Hudson), 521 N. 
Market St., Shreveport, La. 

+ + * 


Chambers Builds 


A used-car building has been 
opened by Chambers Motor Co. 
(Chrysler), New Castle, Pa., at 
Grant. and Shenango Sts. The 
structure contains 10,000 square 
feet. 

* + ~ 


Mueller-Harkins 33rd Year 


Mueller- Harkins (Buick), Ta- 
coma, Wash., has celebrated its 
33rd anniversary. The firm was 
started by R. A. Mueller and Leo 
W. Harkins but Harkins retired 18 
years ago. The firm has just com- 
pleted a new building. 

* 


Gl Gratitude 


Kansas Legion Honors 


Ford Dealership 


Kansas Motors, Inc. (Ford), Sa- 
lina, Kans., has been presented a 
citation by American Legion offi- 
cials for its veteran’s employment 
program. 

The citation was given by the 
Kansas American Legion in recog- 
nition of unselfish service and aid 
by the corporation in employing 
veterans and disabled veterans dur- 
ing 1949. 

The scroll was presented to North 
MacArthur, Kansas Motors man- 
ager, by George C. Etherington, 
employment representative of the | 
American Legion and state vet- 
erans. 

Kansas Motors, Inc., employs 20 
veterans out of 37 employes. Five | 





are disabled. This firm also has a 
training program which enables | 
handicapped veterans to fit into! 
their jobs, 


+ * * 


Walls Obtains Charter 


Walls Chevrolet, Inc., Princeton, 
W. Va., has obtained a charter 
from the secretary of state with | 
authorized capital stock of $100,000. 
Principals are W. A. Dempsey, 
Nevy Dempsey and W. A. Demp- | 
sey jr. 

* + oa 


Logansport Hudson Deal 
Nelson-Hudson has been ap- 
pointed a Hudson dealer for Lo- 
gansport, Ind., and vicinity. K. A. 
Nelson is head of the firm. 
7 * + 


Graham Motors Reverts 


To Original Owners 
Graham Motor Sales Co. (Ford), 
Bloomington, Ind., has returned to 
the original owners with the re- 
tirement of William E. Brown, 
president and general manager, 
because of ill health. 
New president and general man- 
ager is William (Milt) Graham jr., 
son of the founder. There was a 
transfer of stock with Brown’s 50 
percent being sold to the company. 
The firm, said to be Indiana’s larg- 
est Ford dealer, covers two city 
blocks. Mrs. Dorothy Talbot, Del 
Ray Beach, Fla., is vice-president; 
Mrs, William Graham sr. is sec- | 
retary-treasurer, and George Hen- | 
ley is legal counsel and a director. | 

* * + 

| 


Ulmer Honored 


Herbert Ulmer, general manager | 
of Richmond Motor Co., Augusta, | 
Ga., has been presented with the| 


Doings 


Chrysler Medal of Merit service 
award “for distinguished service” 
by C. R. Curtan, Chrysler service 
regional manager. 

+ * * 


Belle Glade Motors Adds 
Body Shop Building 

Belle Glade Motors, Inc., is erect- 
ing a new $10,000 one-story struc- 
ture on the company’s land on E. 
Ave, E, Belle Glade, Fla., it was 
announced by Charles Bolton, man- | 
ager. 

The building is being erected to 
house the tractor repair, body and 
paint divisions of the company’s 
business. The building will be 30 
by 80 feet, built out of steel and 


concrete block. 
* + * 


Stuckey Motors, Inc. 


Stuckey Motors, Inc., Orange- | 
burg, S. C., has been organized with 
capital stock of $10,000 to deal in 
new and used automotive vehicles. 





For Utica Kids 


Cole, Hughes-French Give 


Cars to Schools 

Two 1949 four-door Chevrolets 
have been delivered to Utica (N. 
Y.) school officials for use in the 
driver-training programs at Utica 
free academy and Proctor high 
school. 

The cars are provided without 
cost by Cole Chevrolet Co. and 
Hughes-French Motor Corp. (Chev- 
rolet). They are equipped with 
dual-driver controls supplied by the 
American Automobile Assn. 

The schools provide maintenance 
for the cars and insure them. At 
the end of the school year they 
return them to the dealers. 

. > * 


Marconet Changes Line 


Marconet Motor Co., Larned, 
Kans., is now a Studebaker dealer. 
The company has relinquished the 
Kaiser-Frazer franchise which it 
operated for the last few years. 

However, it will continue to offer 
Kaiser-Frazer parts and service. 
The company is also stocking a 
complete line of Studebaker parts 





GEFFEN CELEBRATES 35TH ANNIVERSARY—Geffen Motors (DeSoto), Utica, New York, 
has completed ''35 long years of expert automotive service in the Utica area."’ The dealer- 
ship's staff celebrated the event with a banquet and Utica citizens were introduced to all 
of the Geffen employes in a full-page newspaper advertisement. 


Howard Opens New Home | Gengras Names Ludgin 

Howard Motors, Inc. (Buick-| E. Clayton Gengras, president of 
Chevrolet), celebrated the opening Gengras Motors, Inc. (Ford), 128 
of its new building at 311 State/ Allyn St., Hartford, Conn., has ap- 
St., Augusta, Kans., with a two-day | pointed Jack Ludgin as used-car 





Henry M. Stuckey is president. | 


open house, | Manager. and accessories. 
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AUTOMOTIVE WASHINGTON 


ss Record 


Liked (by Democrats) 


By William Ullman 


Washington Correspondent 


oo LEADERS of the Democratic party, both in and | 
out of Washington — including President Truman — | 
praised the achievements of the first session of the 81st 
Congress, they nevertheless recognized that a sizeable por- 
tion of the administration’s program was not on the statute 


books when the legislators‘ 
called it quits until January. | 


And there seemed to be) 
unanimous agreement that the) 
greatest rebuff to the President | 
was Congress’ refusal to repeal the | 
Taft-Hartley act, his major prom- | 
ise of the 1948 campaign. This fail- 
ure was particularly noted by 
Chairman William Boyle of the 
Democratic National committee, 
who, while applauding the 8ist’s 
legislative record, declared it not 
to have been a “perfect” Congress, 
adding that there never had been 


one. 
At his first 
press conference 


following the end 
of the session, 
the President 
took occasion to 
say that when 
Congress next 
meets he again 
would recom- 
mend repeal of 
the labor law. 

However, Dem- 
ocratic congressional leaders feel 
it would be a useless gesture. They 
point out that the membership 
next session will be the same 
which found the Senate approving 
only a few modifications of the 
act, and the House not even able 
to agree on any formula. 

* * 





William Ullman 





+ 


a supporters would rather 
have it as a campaign issue 
in the Congressional campaign and 
then, if more members favorable 
to wiping the law from the statute 
books are elected, try again at the 
first session of the 82nd Congress. 

However, presidential wishes fre- 
quently cause changes in party 
leaders’ minds in Congress, and 
another try for repeal next year 
should not be ruled out. 

Other major presidential recom- 
mendations which have not cleared 
Congress, and their status, follow: | 

Universal Military Training— 








tee, but held up by House Rules 
committee. Senate Democratic 
|leaders have promised this meas- 
lure would be brought up early 
next session in order to test the 
new cloture rule. 


hearings, but no action taken. 


| House, but still in Senate com- 
| mittee. 

Home Rule for Washington— 
Passed Senate, but tabled by 


House committee. 


Hawaii and Alaska—No commit- 
tee action in Senate, but each has 
| been approved by House legisla- 
tive committee but held up in 








o— - — ——- 
committees in the House or Sen- 


ate took any action upon this 
measure and unless the interna- 
tional picture darkens, none is 
likely at the next session. 

Uniform Military Code—Passed 
the House and approved by the 
Senate committee, but remained 
on the Senate calendar for next 
session. 

Displaced Persons Act—Passed 
by the House, but Senate sent it 
back to Judiciary committee with 
instructions that a bill be reported 
back by Jan. 25. 

“Point Four Program’”—The in- 
vestment guarantee section of the 
so-called “Point Four” program 
has been approved by committees 
of each house, but neither cham- 
ber acted. The House Foreign Af- 
fairs committee has held hearings 
on the technical assistance portion 
of the program but has not ap- 
proved a bill. 

National Health Insurance— 
Hearings held by committees of 
both houses but neither reported 
measure to their respective cham- 
bers. 

Old Age and Survivors Pensions 
—Passed by the House, but no 
action in Senate. Sen. George (D., 
Ga.), chairman of the Senate Fi- 
nance committee, has promised to 
begin hearings early in the next 
session. 

Unemployment Benefits—Pending 
in House Ways and Means com- 
mittee. 

Aid to States for Education—Ap- 
proved by the Senate, but got 
stuck in the House Education and 
Labor committee. 

National Science Foundation— 
Passed by the Senate but the 
House Rules committee refused 
to send it to the floor. A dis- 
charge petition was signed, but 
Congress adjourned before the 
date forcing the bill out could 
become effective. 

FEPC—Reported without recom- 
mendation by Senate committee 


Neither of the armed services |and approved by House commit- 
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Rules committee. 

Civil Rights Commission—Hear- 
ings held by committees of both 
chambers, but no action taken. 

St. Lawrence Seaway—No action 
in either chamber. 

Undersea Oil Resources — Hear- 
ings only by Senate committee. 


Columbia Valley Administra- 
tion—Hearings by committees on 
both sides, but no action. 


Advocates, however, promise to 
fight next year for it as a substi- 
tute to farm bill passed finally in 
the last days of the session. 

Taxes on Oleomargarine—Passed 
House, but no action in Senate. | 
Sen. Lucas, Democratic leader, has | 
promised it will be one of the first | 
measures to be considered in Jan- | 
| uary. | 
| Increased Taxes—Neither cham- 
| ber made a move to comply with 
|Mr. Truman’s request last Jan- 
uary for $4,000,000,000 boost. He 
withdrew the request in midyear 
but told a press conference last 
week that additional revenue 
would be sought from Congress 
next January. 

Control of Credit—Senate com- | 
mittee held hearings, but no action 
taken. 
| Commodity Exchange—No ac- | 
tion in either house. 


Lynching—Reported to the Sen-| 
ate calendar. House group has held | 


Anti-Poll Tax— Passed by the} 


Brannan Farm Plan — Rejected | 
by Senate committee and House. | 


] 


| 





DEALER ON RECEIVING END—Some seasonal action was thrown into its recent harvest 


festival sales meeting at Fort Worth, Tex., 


Packard's Dallas zone staff. District managers 


b 
tossed footballs to dealers with quotas for bctober and November marked on them. 


WASHINGTON. — August, 1949, 
activity in truck trailers was 3 per- 
cent above July but 31 percent 
below August, 1948, on an average 
working-day basis, according to 


| Bureau of Census figures released 


last week. 


Production of truck trailers, un- 
adjusted for number of working 
days, totaled 2,601 units in August, 
compared with 2,197 units in July 
and 3,622 units in August, 1948. Of 
the 2,601 units produced in August, 


half the tetal production in August 
consisted of closed top vans, it 
was noted. 

Shipments of truck trailers also 
increased during August with 2,609 
units shipped, compared with 2,139 
units shipped during the previous 


Rhode Island 


Shows Gains 









| Anti-Trust Laws — Approved by | 
House, but no action after hear- | 
lings by Senate committee. 
Estate and Gift Taxes — Repeal | 
| tax on transportation of goods and 
| liberalize provisions for carry-over 
of corporation losses—no action by 
Ways and Means committee. 

| Department of Welfare — Killed 
by Senate. 





Bridge Rumpus 
Tenn. Charged With Laxity 


In Span’s Collapse 


NASHVILLE. — Lack of inspec- 
tion and practically no mainte- 
nance, caused by a general foul-up 
in the state highway department, 
is credited officially for the col- 
lapse of the Hiwassee river bridge 
on U. S. Highway 411, north of 
Benton, Tenn., last January. 

John E. O'Dell, assistant state 
attorney general and general secre- 
tary of the claims board, which | 
has before it claims totaling $105,- 
000 as a result of two deaths caused 
by the collapse, would make no 
comment on the report. 

It has previously been stated | 
that practically no maintenance | 
has been done on the bridge in the | 
last 15 to 20 years due to a mixup 
in responsibility between the high- 


| way department’s bridge section | illustrations, cooling systems and 


and the maintenance division. 
Guy R. Rickard and Hayes Rick- 
ard jr., both of Deerfield, Mich., 








LEADING CHRYSLER 
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died when their truck crashed | 
through the bridge. | 





IN AUTO-LITE'S EXPANSION PROGRAM—The new automotive and industrial wire and | 


cable plant at Hazleton, Pa., built jointly by 


contributed $500,000 in cash toward its construction. It was officially dedicated Oct. 18 by 
Gov. James H. Duff and civic and Auto-Lite officials. Under the direction of Paul Becker, 
who has been named plant manager, all except supervisory workers will be recruited from 
the Hazleton labor pool. The 26th plant in the Auto-Lite chain in*the U. 
Hazleton is the second plant opened by the firm within a month. Its new battery plant in 





In Employment 


PROVIDENCE, R. I.—(UTPS)— 
Industrial employment in Rhode 
Island made a sharp comeback 
last month from the postwar low 
of a year ago. 

Figures from the office of Ar- 
thur W. Devine, director of labor, 
indicate that total employment in 
September was nearly 8,000 above 
August. This represents a 31.9 per- 
cent recovery of the employment 
loss during the past 12 months. 

All segments of industry in the 
state, with the exception of food 
companies, registered employment 
gains during September. 

Jewelry and silverware were at 
the top of the heap at the moment. 
The 21,746 persons employed is an 
alltime high for the industry; a 12 
percent gain in the month and a 
7.9 percent increase over Septem- 
ber last year. The former high 





1949, 2,504 were complete trailers| 
and 97 were trailer chassis. About | 


Trailer Output Increases 
3% During Month 


month and 4,196 units shipped dur- 
|ing August, 1948. 

| August figures, it was said, are 
| based on reports received from 
|79 companies active during the 
| month. These companies include all 
known producers manufacturing 
truck trailers with a rated capacity 
|of five tons or more during the 
month, the report stated. 





Used-Car Notes 





ROCHESTER, N. Y.—The Roch- 
ester and Monroe County Used Car 
| Dealers Assn. held its second an- 
nual clambake here. A program of 
entertainment was featured. 


Joseph Pagano was chairman of 
the arrangements committee, as- 
sisted by George Rader, Clifton 
Tarrant and Don Napolitano. 

* + a 


| Stone Plans Larger Setup 


For Los Angeles Auction 


LOS ANGELES.—A new and 
larger site is being acquired for 
the operation of W. R. Stone Auc- 
| tion Co., it was announced here 
| by owner W. R. Stone. 


Although the new location has 
not been announced, Stone said 
that it will be much larger, with 
a private railroad siding, restaurant 
and cocktail lounge. The operation 
is presently conducted at 4777 W. 
Pico Blvd. 


Conn. Warns of Buying 


Out-of-State Junkers 


HARTFORD, Conn.—State Motor 
Vehicles Commissioner Cornelius 
F. Mulvihill has sent letters to 
Connecticut’s 1,500 used-car deal- 
ers, urging cooperation in refrain- 
ing from buying and selling “worn- 
out taxicabs and other similarly 
abused vehicles from out-of-state 





was 21,246 in November, 1947. 


Booklet Offered | 


On Antifreezes 
“Automotive | 


WASHINGTON. 
Antifreezes,” a 16-page booklet pub- 
lished by the National Bureau of | 
Standards, is being offered by the} 
Department of Commerce. 
It describes, with charts and| 





coolants, types of antifreezes and 
proper use of an antifreeze. In- 
cluded is a minimum temperature 
map of the U. S. and a bibliog- 
raphy. 


sources.” 


Admitting that such sales are 
very profitable, the commissioner 
|emphasized that they would not 
| Only cheat consumers but might 
| lead to death and injury on the 
highways. 

He said he has been considering 
proposals that Connecticut have 
strict laws with severe penalties 
to prevent such sales, but added: 

“Since Connecticut enjoys an al- 
most overwhelming majority of 
fair and honest automobile dealers, 
I sincerely believe that we do not 
need such a law at this time.” 


He added: “From the dealer's 
| standpoint, sales of these cars 
|could ruin a dealer’s reputation 


and business by branding him as 
being deliberately dishonest and 
unreliable.” 

* * * 


| Springfield Man Denies 


Operating Sans License 
SPRINGFIELD, Mass.—Charged 
with buying and selling used cars 
without a license, Harry Zundell 
of 1756 Main St., pleaded not guilty 
in district court last week. His 


‘*| case was continued for trial. 


Auto-Lite and the citizens of Hazleton, who 


S. and Canada, 





Los Angeles was opened in September. The expansion program in the postwar period has | 


required an investment totaling more than $43, 





000,000. 





Police, in checking used-car deal- 
ers here, learned that Zundell had 
neglected to take out a license this 
year. They characterized it as an 
“oversight.” 


Records show he has sold 52 


cars since the first of the year 
without the license, police said. 
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On the Financial Front. . 


Car Sales Potential 
Hailed by Bank 


By George Deery 
Associate Editor 

N DOFFING its Dobbs to the 

auto industry—which with par- 
donable pride can inquire “What 
recession?”—the Cleveland Trust 
Co.’s Business Bulletin has a cheer- 
ing note on the potentialities of 
the auto market. 

Stating that it is a matter of 
interest whether the tapering-off 
will be “severe or moderate,” this 
institution says it is reasonable to 
assume that “before long” the ex- 
treme demand for cars will be sat- 


isfied and that output will con- 
tract. 
It adds, however, “there is 


some justification for the theory 
that because of the dispropor- 
tionate number of old cars in 
existence, the potential demand 
will remain relatively good even 
if not up to the very high post- 
war level. 

“Figures on the number of pas- 


senger cars in use in 1948 indicate | 


that the proportion of old cars to 
the total was far greater than in 


1941, and this is no doubt true in| 


somewhat lesser degree in 1949.” 
* * * 


Short Total Grows 


Cam, General Motors and 
4 Reo decreased their short posi- 
tions on the New York Stock Ex- 
change in the month ended Oct. 14, 
but Hudson, Nash and Studebaker 
contributed to the rise in the total 


ME WA Conclave 
Open to Certain 


Non-Members 


CHICAGO.—Motor & Equipment 
Wholesalers Assn. revealed last 





week that non-member wholesalers | 
“whose presence is desired by mem- | 


bers” will be invited to the annual 


meeting at the Stevens hotel Dec. | 


5-7. 
It was previously announced that 
the “nominations by _ invitation” 


plan would apply to manufacturers 
interested in the MEWA booth con- 
ference project. 

The association reported that in- 
vitations to manufacturers were 
sent out last week. 

Theme of the program will be 
“Ten Important Factors for Busi- 
ness Management.” 

A statement by the association 
pointed out that the convention, or 
business conference, was approved 
by 87 percent “of the majority of 
members who participated in the 
recent poll.” 

The convention plan calls for 
group sessions each morning, with 
booth conferences in the afternoons 
between manufacturers and whole- 
salers. Group luncheons and dinner 
meetings are also scheduled. 


Phila. Dealer 


Eases Terms 


_PHILADELPHIA.—A big relaxa- 
tion in credit requirements is an- 
nounced here by the Northeast 
Lincoln-Mercury Co., operated by 
Victor Potamkin and Matthew 
Slap. The firm is selling new cars 
on the following terms: $295 down, 
$64 a month, with 36 months to pay. 

Other dealers in town are still 
adhering rather closely to the credit 
terms as they existed when Regula- 
tion W was in effect. 


|for all issues in the exchange’s 
latest compilation. 

For the third consecutive 
month, the total has risen to 
establish a 17-year high of 2,230,- 
012 shares. The exchange report- 
ed that shares on the short side 
as of Sept. 15 totaled 2,133,700. 

Current figure is the highest 
since Sept. 9, 1932, when 2,042,222 
short shares were announced in 
the monthly tabulation. 

Chrysler dropped to 50,428 shares 
on Oct. 14 from 52,029 Sept. 15; 
General Motors to 43,722 from 46,- 
359 and Reo to 9,390 from 11,190. 

Biggest increase by the auto is- 
sues was shown by Hudson, whose 
total jumped to 62,581 from 56,171. 
Nash was second with a spurt to 
16,725 from 14,850, while Reo’s 
amount was 9,390 at the middle of 
October against 11,190 Sept. 15. 
|Studebaker rose to 55,423 from 
54,321. 

Other issues of interest to auto- 
motive investors which gained in 

the total of short holdings dur- 
ing the period were Continental 

| Oil, Graham-Paige, Ohio Oil, 
Pure Oil. 

Mack Trucks showed a substan- 
| tial drop to 6,452 from 11,392. Also 
registering a drop in short posi- 
tion were Fedders-Quigan, Frue- 
hauf, Richfield Oil and Gar Wood. 

* 


* * 


More Dividends 


ToTae payments this year are 

estimated at about 50 percent 
of earnings, as compared with 37 
percent in both 1948 and 1947, ac- 
cording to Bernard T. Frevert of 
Standard & Poor’s Corp. This de- 
parture from the extremely con- 
servative dividend policies of prior 
years is attributed to the fact that 
corporations no longer have the 
same pressing need for building up 
their finances. 

Many companies, particularly 
in the industrial field, have either 
completed heavy capital expendi- 
tures for postwar expansion or 
are in the final stages of such 





Book Portrays 
Effect of Auto 
On U.S. Society 


WATKINS GLEN, N. Y. — The 





cans is the subject of a new book, 
|The Merry Old Mobiles,” by Larry 
Freeman (Century House, Watkins 
|Glen, 250 pages, $5). 

The publishing house points out 


|gist. He is far more interested in 
| the fads and foibles associated with 
|automobile development than with 


car as such, 

The chapter headings give a 
pretty good idea of the treatment: 
|Get a Horse, Rich Man’s Fancy, 
| Poor Man’s Lizzy, Sedans, Swank 
and Slush, Jalopy Fever, Scrap for 
|War, and Return Engagement. 
Those looking for an insight into 





here, for Freeman frankly points 
out that he was not on the inside. 

His viewpoint is that of collector 
of literature on old cars and a 
student of society. Illustrations in- 
clude cartoons of the times, early 
auto ads and pictures of past 
models. 

Most of the ground has been cov- 
ered before. 
ested in Americana and automo- 
biles will no doubt get a kick out 





of the book.—Bos Fin ay. 





PROUD DEALER—W. R. Harrell, 


president of Royal 





Motors, Inc. (Chrysler), South 


Jacksonville, Fia., has every reason to be proud of his establishment, as this night view 


of the showroom proves. 






automobile and its effect on Ameri- | 


|that Freeman is a social psycholo- | 


the auto industry will not get it| 











Auto Stocks 
Oct. 24 Oct. 17 
Chrysler ......... 53% 52% 
COON vii oec8s oo 3 3 
General Motors .. 65% 63% 
RO enedecccs 13% 138% 
Kaiser-Frazer ... 5 4% 
Nash-Kelvinator 14% 14% 
a Se 3% 3% 
| Studebaker . 24% 23% 
| FR acencebess -20 20 
Willys-Overland 5% 5 
Average for — 
10 Stocks ...... 18.90 18.49 
programs. Moreover, the rapid 
rise in inventories and receiv- 


ables has been checked, lessen- 
ing working capital requirements, 
he adds, 

Accordingly, directors feel justi- 
fied in treating stockholders more 
generously, although even the cur- 
rent rate of payment is relatively 
conservative, considering that cor- 
porations disbursed 76 percent of 
their profits in 1939 and for the 
nine years prior thereto paid out 
more than they earned. 

* * * 
— present tax laws, divi- 
dend receipts are more valu- 
able to investors in the lower and 
medium income groups than to 
those in the high surtax brackets. 

The latter would prefer to see 
profits plowed back into the busi- 
ness, where they could be taken 
down eventually in the form of 
capital gains, subject to a tax of 
no more than 25 percent. 

Dividend income, nevertheless, 
is an important consideration to 
the great body of investors, and 
accordingly is an influential fac- 
tor in determining the appeal 
of stocks. 

The support likely to be extend- 


"30% more repair work ; 


handled by same 


| 
| 
| 
| 





| 


a definitive history of the motor | 


“My write-up men have 


for selling because 85% of questions 
on cars in shop can be handled by 


man at the board.” 


“Less storage space is needed be- 
cause cars turn over so rapidly.” 


“| have more time for personal 


supervision of work in the shop.” 
However, those inter- | P P 


“Customers notice the difference. 
We give them delivery promises 
quicker and we keep the promises.” 


“It's the service manager’s dream 
for avoiding confusion and lost 


working hours.” 


What service managers say about 
the Sched-U-Graph control system 








= 


SHRINERS’ GUEST—During a visit to San Francisco, J. B. (Jerry) Nash, assistant general 


ed to the market by the flood of 
year-end dividends should tend to 
offset in large degree any unsettle- 
ment resulting from tax selling 
over the remainder of 1949. 

Bo oo * 


Crosley Loses 


Million in Year 


Crosley Motors reported a 


net 


loss of $1,030,309 for the year ended 


staff” 


sales manager of Buick, was an honored guest at the annual Buick Day luncheon of the Islam 
Shrine luncheon club sponsored by Remensperger Bros. (Buick). Shown seated at the speakers’ 
table, left to right: William U. Remensperger, Nash and William A. Remensperger. Standing 
is Elmer E. Robinson, mayor of San Francisco and chief rabban of Islam Temple. 


| July 31 in a statement filed with 
| the Cincinnati stock exchange. This 
compares with a net profit of $1,- 
| 496,854 in the preceding year. 

The report showed a decline in 
|net sales of 58 percent from the 
previous year, or to $14,640,828 
from $25,391,626. 





William Ullman, Washington correspon- 
|dent, keeps AUTOMOTIVE NEWS readers 


| up to date on political and economic trends 
|in the nation’s capital every week. 





JUST A GLANCE GIVES ALL THE FACTS... 


more time 


* To answer inquiries on jobs in shop 
* To make accurate delivery promises 
* To control all department workloads 


No posting of records! No transferring of unfin- 


Free folder KD-362 


write to Systems— Photo Records, 


New York 10, N.Y. 


Management Controls Division, 
Dept. AN-102, 315 Fourth Ave., 


Copyright 1949 by Remington Rand Inc 


° 
Remanglon Rand THE FIRST NAME IN BUSINESS SYSTEMS 


ished jobs to a new sheet at end of day. Paper work 
and filing cut to the minimum. 


New feature added. Now the visible signals show 
the hour as well as the day of promised delivery— 
for added precision in scheduling. 


gives you complete details on 


this low-cost, money-making system. Call your Rem- 
ington Rand branch office today, or 
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turer of model railroads and | *™s“euan witty |delphia; Washington; Baltimore; — 
equipment, will distribute with its Houston; Kansas City; New Cr- 
1949 Christmas catalog. The two leans; Memphis; Oklahoma Cit); 
meer someone and six other Fort Worth, Tex., and Buffalo, £ 
nationa vertisers, in coopera- : — 
tion with Standard Outdoor Ad- a a, ° 
vertising, Inc., will distribute ’ 
2,400,000 of the poster panels in Fawcett’s Home T 
300,000 sets of eight designs to Fawcett Publications, Inc., new]; ten 
strengthen home interest in ad- opened Detroit office under the di und 
| Faon seed volivens onthusiects | + ee SS “8 
| for real-life advertising to bring 2210 ae — "Soon = Advertis wel 
authenticity to home layouts. SS ee oe ee by 
* * & |group, True—the Man’s Magazine, bro 
oe Honored |Today’s Woman, Mechanix Iilus- whi 
A reception was tendered Phillips trated and Fawcett comics group 
ra Wyman, publisher of Redbook mag- in the Detroit territory will be 
= |azine, celebrating his 26 years of handled out of this office. aan 
* * * 5 
—Dodge deal f Greater Detroit are sponsoring service to the (Ret 
+ pe I gy a re Magy ha was, orter ‘fo each of the home pockey gous a Bureau - Names BUICK 
* i . Pri i iven to fans who submi i 7m 
Cece > Be. pA. S Tred thease " publicity director of the Red Wings. Joe ee ee a “‘Bigger on the inside, smaller James N. Crandall, former Mon- 025. 
Gentile will be the announcer. Ken Brown (right), chairman of the Detroit Dodge dealers y P on th tside’ th aut indus- treal newspaperman and more re- cabin 
advertising committee, is shown signing the radio contract offered by Jack Sitta (left rector, in Chicago € outside ... the om cently in charge of public relations CHEV! 
seated) WJBK. Standing, left to right, are Huber and Carl E. Hassel, media director recently. It was|try has done it... why must the for British Ov Alvan Ges on 
of Ross Roy, Inc., Dodge's advertising agency which arranged the program. attended by the|girdle industry lag behind such a Sritis erseas : ays a ome 
. engineering?” as joined the public relations sta M 
directors and all | "9 - of Ford Motor Co. of Canada at $200 
: . members of the ri em i i ‘ RY: 
Affecti Factories and Dealers eee magazine publish- wea : Windsor, Ont. His appointment to a 
Ne i i .-|manager, receive many letters| be in charge of the company’s em DODG! 
ee ng industry in| from radio listeners commenting on | ploye newspaper, Ford Graphic, was Delu 
Auto dvertising ee ata the humorous and sometimes dis-| announced by Gordon C. Garbutt, $770 
t ¢ ‘ ‘ : , : : : Spec 
Phillips Wyman adits he tell Gm a of Dodge’s| director of public relations. ” FORD. 
By George Deery president and senior consultant, {nually in Chicago. Wyman _ is Col ists i h 7" icked Theodore A. Colias has joined $1,3¢ 
Associate Editor J. Walter Thompson Co., who |known as an exponent of self- umnists in other cities picked | Tech Adgency, Detroit, until now 47 § 
The Michigan council of the] will discuss “Some Advertising | regulation of business, of which — story = eee aed the only all-woman advertising $590 
American. Assn, of Advertising|] Responsibilities in a Dynamic | ABC has long been one of the out- | Ode owner who couldn't nd @/ agency in America specializing in raat 
Agencies will hold its second an-| Society.” standing examples. Founded in —— place near a Chicago Loop | technical and industrial accounts. KAISE 
‘al fall meeting in Detroit Nov.| Albert W. Sherer, vice-president, | 1914, it now has over 3,000 pub- | ‘heater. A policeman took charge | Colias will direct sales promotion NASH- 
3. Speakers will include both the | McCann-Erickson, Inc., will discuss |lisher members whose circulation eee ae ae oes ane it to|on the agency’s automobile parts eunai 
president and national chairman| “Application of Research to Ad-|facts and figures are issued and | OWRSE Gt Ue CORSE CITFENCS. | accounts. He was formerly with (76) 
of the AAAA vertising and Sales;” Sherwood | audited by ABC. | Explaining the unusual courtesy,|Ford’s parts and service division $120. 
Ralph L. Wolfe, president of | Dodge, vice-president, Foote, Cone : =. % | the cop said that since the car was| handling sales and _ distribution oan 
Wolfe-Jickling-Dow & Conkey, Inc.,| & Belding, “The Changing Scene| Ford Ad Plans jlonger on the inside he had left|among branch and dealer organ- (Tax 
and chairman of the Michigan|in Media,” John P. Cunningham,| »oa,y (Oct, 31) the 16 J Wale | * Om Me cutaide, where it's shorter. | isations. ven 
council, announces that the gen-| Newell - Emmett Co, “Post-War |+.- Thompson Co. field representa- Foe | Appointment of Adolf N. Hult as 385. 
eral program subject will be “Ad-| Copy,” Sylvester a " cies tives serving the 33 Ford dealer More TV |sales vice-president of Mutual —— 
vertising at Work.” Frederic R. eee mn wp alee tona! | advertising committees will convene | Dodge dealers of Los Angeles | Broadcasting System with head- WILL} 
Gamble of New York, national oe ng es iy oie is in New York for a two-day meeting| are sponsoring all University of | Quarters in New York has been 
president of the association, and} 4+.N.1., oe h dising @ {.|8nd discussion of 1950 plans with| Southern California and Univer- announced by Frank White, Mu- 
Clarence B. Coshorn of New York, | ager of the merchandising depart- | +.) executives of J. Walter Thomp-| sity of California at Los Angeles | tual president. Hult was vice-presi- (Lap 
national chairman, will speak on = a es son Co. home football games on televi- | dent in charge of Mutual's Central Wedne 
bao ee vies wer co Be. | The group will leave New York| sion. — He age Z. C. Barnes, oats 
rs on the rnoon pro- . Nov. 1 for three days of meetings | . who is resigning after seven years BUICK 
Petite Poster Panels , 2 | Tom Harmon, former Univer- ; “47 4 
oy "Mogul gto sesident 3 Ford and Nash cars will be ad- in Detroit Nov. 2-4. On Nov. 3 the! sity of Michigan and Los An- ee — = CHEV! 
= gg, Pp : oe oe ; group will meet with the advertis-| geles Rams star, is the narrator. $1,67 
yer, Newell & Ganger, Inc., | vertised on miniature poster pan- |ing chairmen of the dealer adver- ‘= 2 Delu 
will be James Webb Young, vice- | els which Lionel Corp., manufac- |tising committees at Dearborn to| ck 555, 
review plans for 1950 advertising. Shearer Airings popGi 
During this meeting, J. Walter| Shearer Motor Co. (Hudson), St. | : Meac 
Thompson Co, will be host to Ford | Louis, one of the largest newspaper | : ae 
onewes and chairmen of the/advertisers in the St. Louis area, | _— FORD- 
jadvertising committees at the an-| is not confining its activities to this | 310, 
rAd 3 RY MOTORIST Tr RS |nual “crystal ball” dinner. medium. DEPARTMENT STORE ram 
, ae Last week the firm began spon- | HUDSt 
THE STYLE AND COMFORT Panne soring a sports television program|  LINAGE ees 
Dodge sales executives are re- | over KSD-TV and another radio | LINCO 
/ ceiving convincing and amusing ——— aor WIL to which well- | UP 76% = 
evidence that their provocative ad-|nOwn sports personalities in St. | : 
OF vertising jingle, “Higher on the | Luis are brought before the mike | SINCE 1939* OLDS 
Lf] 5, [tf {£7 Inside, Lower on the Outside,” has | for interviews. $1,83 
a high remembrance value. ae. vise. . 
Te Dodge began using this seeming- | Red Is P. $720. 
ly paradoxical theme last February| 4 a an oe pe ; @ The reasons which PONTI 
when it introduced autos which - £4. e otley, editorial di- lead Buffalo’s department stores — 
; : ’| rector of Parade f Strea 
while providing more room inside, *, uses an informal) to spend an ever-increasing por- STUDE 
are smaller in outside dimensions | — to point out) tion of their advertising budgets _ 
than previous models. This feature | that the Oct. 17) in the Courier-Express are good 
of the Dodge design suggested the Hleati of that pub- reasons why it’s also your best 
jingle: “Higher on the Inside, ication had 33) medium Friday, 
Lower on the Outside; Wider In- pages compared | oy . (Sold 
side, Narrower Outside; Longer with 24 three| Your dollar buys MORE space BUICK 
Inside, Shorter Outside.” years ago and| ... MORE insertions in the } ae 
Just recently the factory’s that the earlier) Courier-Express ... MORE im- 4-dr. 
“higher-lower”’ mail _ increased issue carried) pact on the customers with the CHEV! 
|Sharply with the publication in| 77/10 pages of money to BUY your products. a 
‘Newspapers of the Lichty cartoon | advertising. The| coupe 
“Grin and Bear It,” distributed by Oct. 17 issue had | *Competition’s Gain 50% 2-dr. 
\the Sun and Times Syndicate. a me 161/65 pages of| ps 
Dodge executives were easily ar advertising. 4-dr. 
able to “grin and bear it” because : 9% * v 4-dr. 
| Eley had a fat lady at the girdle | Austin Ontario OT ha c Pol = 
counter saying: “Bigger on the : : ’ . Dest 
| inside, smaller on the outside... | Austin Ontario Motors, 14d.. 'So- | y 4 SAVES. sat ¢ 
| to, h ted R. C. Smith 
| the auto industry has done i | a, tae ee io warele#sr DoDGI 
| wie amet the cies hadunter _ | & Son, Ltd., Toronto, to handle its 4 l $1,35 
. ; ° ° isi - a estern ow York's FORD- 
behind such engineering.” |} advertising. Full-page newspaper eS Bs sachin o 


The Marshall Field de artment | 24 frequent radio advertising is | 
ahaa of Chicago adapted the jingle | planned for opening of the com-| ry ewe a an 
to a window display of a lady’s é 
winter coat described as “warmer 
on the inside, smarter on the out- 
side, shorter all round.” 

A. E. Horne, Dodge advertising| Dealer Broadcast 

Maxson Cadillac-Pontiac Corp., | 
2421 Main St., Buffalo, reports a | 
successful advertising program | 
in sponsoring the broadcasts of | 
the Buffalo Bills’ professional | 
football games. The dealership | 
airs both home and games away. | 

* * * 


| Ford TV Outlets 


| Ford has announced that in the 
| | following cities stations will carry | 
|the hour-long Kay Kyser TV show 
either live or as a recording: Cleve- 
land; Columbus, 0O.; Erie, Pa.; De- 
troit; Toledo; Grand Rapids, Mich.; 


THESE FEATURES 
MEAN BIG SALES! 


eker & Seott 


| pany’s new building at 737 Church | 
St., with showrooms and full serv- | 
| ice center. 


Here’s customer satisfaction 
and profit that you find in few 
accessories. Ventshades add 
much to driving comfort in 
any weather and have the extra 
sales-making advantage of 
eye-appeal. They enhance the 
natural beauty of the car’s lines 
and look like a built-in feature. 
Your customers will enjoy 
Ventshades. You'll enjoy sell- 
ing them. Order them now. 





* * * 


e Open-window ventilation 
when it rains or snows 


© Safety from exhaust fumes 
@ Less fogging of glass 


© Shade from the sun 


(NAME PLATES 
New: PRECISION CAST... 

ELIMINATING ALL DIE COSTS 
Quantities as low as 100 may be 
ordered with original design for every 
job! Proof of design submitted for 


approval. Heavily chrome plated. 
Write for details. 


@ More comfort the year ‘round 
e Added beauty for the car 
LIST PRICES 


2-piece set $6.50 
4-piece set $12.50 


@ Quick, easy installation. Indi- 
vidual designing for each make 
and model assures accurate fit 









© Made to meet exacting stand- 





tured under exclysive license ards of car manufacturers. | ae - "aa |Chicago; St. Louis; Minneapolis; NEW 

Pritchard patent 102974 Wen't rust or rattle ' | Rochester, N. Y.; Syracuse, N. Y.; congrati 

: cor | New Haven, Conn.; Schenectady, Used C, 

AUTO VENTSHADE CO. '|N. Y., and New York. of the « 
lo ; 502 Locust Street: ce Oo 

60% 7402 - ATLANTA 1. GEORGIA | thers are Pittsburgh; Boston; ‘ : Ki * ’ 
At Marshall Field Phila. 6, Penna. inch is 


| Providence; Lancaster, Pa.; Phila- are from 
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Market Trend 

The headlong drop in used-car prices has been checked, at least 
temporarily. This week’s overall average price of $877 is only $1 
under last week’s figure. More important, 1949 models declined only 
$3 to an average of $1,680. 

Some gains were registered, chiefly by older vehicles, Advances 
were marked up by ’42s, up $2 to $480; by ’41s, up $4 to $459, and 
by ’48s, up $1 to $1,228. Largest drop was $4 by ’47 models, which 
brought the average to $1,015. A decline of $3 brought '46s to $893, 
while the price of 40s went to $387, a $2 dip. 


MILWAUKEE 


tion wagon, $1,625; club coupe, $1,270; 


standard (8) 2-dr., $1,450, $1,260. ‘4S 
(Butler Auto Auction. Sale every Wed- SD conv., $1,200, $1,156; 2-dr., $1,100, 
nesday. Prices are for sale of Oct. 19.) $1,050. °47 SD conv., $1,075, $900; 4-dr., 


(Retail sales in this area very high. $1,050. ‘46 SD club coupe, $753; 2-dr., 
Sold 53 units out of 81 offerings.) $650; station wagon, $750; (6) 2-dr., 
BUICK—'47 Super 50 4-dr.’ $1,130, $1,- $700. °41 SD 2-dr., $540. '40 SD 4-dr., 
025. '40 Special 40 2-dr., $345, $295. $570, $525, $500, $420. 
CADILLAC—'40 (62) 4-dr., $350. HUDSON—'49 Commodore (6) club coupe, 
CHEVROLET—'49 FL Deluxe 4-dr., $1,- $1,450; (8) club coupe, $1,500, '47 Com- 


635. '48 FM 2-dr., $1,185, $1,135, $1,120. 
47 half-ton pickup, $575. '46 SM busi- 
ness coupe, $625. '42 SM 2-dr., $530. '40 
Master (85) 2-dr., $450. "39 MD 2-dr., 
$200. '38 2-dr., $160. 


modore (8) 4-dr., $850. 

MERCURY—'49 club coupe, $1,600; sport 
sedan, $1,836, $1,610, ‘48 4-dr., $1,170; 
conv., $1,135. '46 club coupe, $1,000. 

NASH—’49 Super (600) 2-dr., $1,450. 


CHRYSLER—'40 Royal 4-dr., $335. OLDSMOBILE—'49 (98) 4-dr., $2,000. '48 
DeSOTO—'47 Custom 4-dr., $1,150. (78) sedanette, $1,250; club sedan, $1,- 
DODGE—'47 Custom 4-dr., $1,025, $975; 425; (98) conv., $1,550; (76) 2-dr., $1,- 
Deluxe 4-dr., $935. ‘46 Deluxe 4-dr., 400, '40 (70) 4-dr., $450, $330. 
$770, $750; Custom 4-dr., $925. '39| PACKARD—’41 Custom 4-dr., $600. 
Special 4-dr., $165. PLYMOUTH—'48 SD station wagon, $1,- 
FORD—'49 Custom (8) conv., $1,590. 2-dr., 300. '47 SD business coupe, $760, $700. 
$1,350, $1,280, $1,275; Standard (8) | PONTIAC—'49 Streamliner (8) sedanette, 
2-dr., $1,225; Custom (6) 2-dr., $1,110. $1,875; Chieftain (8) conv., $2,000, "48 


‘47 SD (8) 2-dr., $875; half-ton pickup, 
$590. °41 half-ton pickup, $295; SD (8) 
2-dr., $325. 

FRAZER—'47 4-dr., $825. 

KAISER—'48 4-dr., $825. 

NASH—’48 Ambassador Super club coupe, 


Streamliner (6) 4-dr., $1,400. 
STUDEBAKER — 
$1,300; Champion conv., $1,250. 
WILLYS—'48 half-ton panel, $900. 

Jeep station wagon, $700. 


"47 





$1,120. 47 (600) 4-dr., $925. 
OLDSMOBILE—’49 (98) conv., $2,375. '40 AKRON 
(76) club coupe, $450. °37 (8) 4-dr.,| ‘(Akron Auto Auction. Sale every Thurs- 
$120. |day. Prices are for sale of Oct. 20.) 
PACKARD—’42 (120) 2-dr., $320. | (Sold 43 units out of 86 offerings.) 
PLYMOUTH — ‘48 SD 4-dr., $1,120. '47 | BUICK—’41 Super club coupe, $420. '39)| 
(Taxi) $430, $420. ‘41 SD 4-dr., $425. Special sedan, $350, $285; club coupe, 
"39 2-dr., $200. $220. 
PONTIAC—'48 Streamliner (8) 4-dr., $1,- | CADILLAC—'49 (62) sedan, $3,000. ‘41) 
385. '41 Streamliner (6) sedanette, $595. (62) sedan, $840; (63) sedan, $450. | 
STUDEBAKER—'48 Champion 4-dr., $1,- | CHEVROLET—'49 SL sedan, $1,425. '48 
195. '41 Champion 4-dr., $355. FL aerosedan, $1,240, $1,225. ‘47 FL 
WILLYS—’48 Jeep panel, $700. aerosedan, $1,045. ‘42 SD sedan, $410, | 
$380. '41 SD club coupe, $560, $360. '40| 
MASON CITY IA SD sedan, $250. 
? = CHRYSLER—’'46 New Yorker sedan, §$1,- 
(Lapiner’s Used Car Auction. Sale every 125; Windsor sedan, $850. ‘39 Royal 
Wednesday. Prices are for sale of Oct. 19.) sedan, $126. 
(Retail trade is very good, Sold 110 DeSOTO—’41 Custom club coupe, $450. 
units out of 161 offerings.) FORD—'48 SD conv., $975. ‘41 Deluxe 
BUICK—'49 Super 4-dr., $2,085, $2,080. sedan, $475. 
‘47 Super 2-dr., $1,190; conv., $1,150. HUDSON—'’48 Commodore (8) sedan, §$1,- 
CHEVROLET—SL Deluxe 4-dr., $1,700, 310. 
$1,675; 2-dr., $1,635, $1,630, $1,585; FL | KAISER—’49 Deluxe sedan, $1,300. 
Deluxe 2-dr., $1,695; Special 4-dr., $1,- | MERCURY—’49 club coupe, $1,800, 1,500. 
555. °48 SM 4-dr., $1,090, $1,035. ‘47 *46 club coupe, $870. 

FM 2-dr., $990. '46 FM 2-dr., $870, $850. | OLDSMOBILE—’'49 (98) Holiday coupe, | 
DODGE—'49 Coronet club coupe, $1,775; $2,615. °48 (98) sedan, $1,555. | 
Meadowbrook 4-dr., $1,680; Wayfarer | PLYMOUTH—’49 SD sedan, $1,720. '48 SD 
2-dr., $1,605, $1,595. °48 Custom 2-dr., sedan, $1,115. '47 SD sedan, $930, $900. 

$985. '47 Custom 4-dr., $890. ’46 SD sedan, $825, $765. 


FORD—’'49 Custom (8) 2-dr., $1,445, $1,- | PONTIAC—’49 Streamliner sedan, $1,900. 


310, $1,300. '48 SD (8) 4-dr., $1,235. '47 ‘47 Streamliner (8) sedan, $1,190; Tor- 
Deluxe 4-dr., $790. ‘46 SD (8) 2-dr., pedo (6) sedan, $970. ‘41 Torpedo (6) 
$830, $785. sedan, $310. '40 Deluxe (6) sedan, $220. 
HUDSON—'48 Commodore (8) 4-dr., $1,- | STUDEBAKER—’47 half-ton pickup, $555. 
250. 
KAISER—’'48 4-dr., $900, $620. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Oct. 20.) 
(Prices firming. More retail activity. 
Sold 71 units out of 108 offerings.) 
$1,950. '47 Super 


LINCOLN—'49 4-dr., 
MERCURY—'49 4-dr., 
010, $2,000, $1,995, 


$2,295, $2,185. 
$2,025, $2,005, $2,- 
$1,850. ‘47 4-dr., 


$955. 
OLDSMOBILE—'49 (76) sedanette, $2,005, 
$1,830. BUICK—'49 RM 2-dr., 


PLYMOUTH—'49 Deluxe 4-dr., $1,525, $1,- 4-dr., $1,225, $1,195; Special 4-dr., $1,- 
520, $1,465. '47 Deluxe club coupe, $770, 105. '42 Special 4-dr., $510. '40 Special 
$720. '46 Deluxe 4-dr., $790, $700. 4-dr., $475. °38 Special conv., $110. ‘37 

PONTIAC—'49 Streamliner (8) 4-dr., $1,- Special 4-dr., $190. 

950. °48 Streamliner 4-dr., $1,570. '47 | CHEVROLET—'49 FL Deluxe 2-dr., $1,- 
Streamliner 2-dr., $1,225. 500, $1,480; SL Deluxe 4-dr., $1,550, 


$1,500. '48 FM 2-dr., $1,130, $1,085, $1,- 


STUDEBAKER—'50 Champion 2-dr., $1,- 
790. 090. '47 FM 2-dr., $1,075; 4-dr., $1,020, 


$940. °41 SD 4-dr., $420; club coupe, 
VALDOSTA, GA. $360. '38 Standard 2-dr., $235, $170. ‘37 
-dr., $180. 
_(Tom Hewitt Auto Auction, Sale every culmea Ps sine 4-dr., $1,860. 
Friday. Prices are for sale of Oct, 14.) 48 Windsor club coupe, $1,290. ’46 Royal | 
(Sold 151 units out of 232 offerings.) 4-dr., $900, 39 Royal 4-dr., $230, °37| 
BUICK—'49 Super 4-dr., $1,875. "48 RM] Royal 4-dr.. $165. sg 
4-dr., $1,335; Super 4-dr., $1,550. '47| peSOTO—'46 Custom 4-dr., $910, '42 De- 
Super sedanette, $1,190; conv., $1,300;| luxe 4-dr., $500. ; 
4-dr., $1,250; RM 4-dr., $1,100. DODGE_—'49 Cc + ede. 1.608, 146 
CHEVROLET—'49 FL Special 2-dr., $1,-| Custom 4-dr.. $870. Pe 
450; half-ton pickup, $1,100. '48 FM/FoRD—'49 Custom (8) 4-dr., $1,460, $1,- 


4-dr., $1,200, $1,100; conv., $1,150; club 


255; (6) 4-dr., $1,405, $1,215. ‘48 SD 
coupe, $1,270; station wagon, $1,000; SM “ —, a 


(8) 2-dr., $1,060. '46 SD (8) 4-dr., $850, 


2-dr., $1,200, $1,130; FL aerosedan, $1,- $805, $800. '41 Deluxe (8) 2-dr., $400, 

390, $1,280, $1,275, 2 at $1,250. ‘47 FL $320. ‘39 Deluxe (8) 4-dr., $310. ‘31 

aerosedan, $1,000; FM 2-dr., $1,000; SM Model A 4-dr., $40. 

4-dr., $875. '38 MD 2-dr., $500, $420. '35| FRAZER—’48 Deluxe 4-dr., $1,010. 

4-dr., $375. HUDSON—’40 Super (6) 4-dr., $190. 
CHRYSLER—'49 Windsor conv., $2,300. |NASH—'49 Super (600) 4-dr., $1,400. 

‘48 Windsor 4-dr., $1,325. OLDSMOBILE—'47 (68) 2-dr., $1,015. '46 
DeSOTO—'49 Custom club coupe, $1,925. (76) 4-dr., $915. 

‘47 Custom 4-dr., $1,140. PACKARD—'47 Deluxe Clipper 4-dr., $990. 
DODGE — ‘49 Wayfarer business coupe, '39 4-dr., $400. 

$1,350, PLYMOUTH—'48 SD 2-dr., $990. '47 SD 
FORD—'49 Custom (8) 4-dr., 2 at $1,600, 4-dr., $920, $885, $735. ‘46 SD 4-dr., 


$1,575, $1,560; 2-dr., 9 at $1,550; sta- 


$880, $815. '40 Deluxe 4-dr., $300, $215. | 





'48 Commander conv., | 


| 
| 








NEW PRESIDENT OF MICHIGAN USED CAR DEALERS—Grant Kinch (left) 
congratulations from Yale Simons (right) after being elected president of the Michigan 
Used Car Dealers Assn at the group's annual meeting in Flint. Simons is retiring president 
of the group. Looking on is Orville Sherwood (center), who was reelected executive secre- 
tary. Other officers elected were Jack Geller, vice-president, and A. J. Oster, treasurer. 
Kinch is a partner in Kinch & Moss, Inc., Kalamazoo, while the other officers and Simons 
are from Detroit. 
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’39 Deluxe coupe, $215. ‘37 Standard 
coupe, $100. 


PONTIAC—'49 Streamliner (8) 4-dr., $1,- 


900, ‘47 Streamliner (8) sedanette, $1,- 
030, $1,070. '40 Deluxe (6) 2-dr., $290. 
*29 4-dr., $35. 


STUDEBAKER—’'50 Champion club coupe, 
$1,595. '48 Champion club coupe, $1,250. 
’47 Land Cruiser 4-dr., $1,110; Com- 
mander 4-dr., $1,005. 

WILLYS—'46 Jeep, $430. 


LOUISVILLE 


(Auto Auction Sales. Sale every Tuesday 


Prices are for sale of Oct. 18.) 

(Sold 90 units out of 159 offerings.) 

BUICK—’48 Super 4-dr., $1,440, "46 Super 
2-dr., $1,090, $1,005. ‘41 4-dr., $665, 
$585, $525. ‘39 4-dr., $480. ‘38 2-dr., 
$305. '36 4-dr., $230. 

CADILLAC—'41 (62) 4-dr., $700. 

CHEVROLET—'49 FL Special 2-dr., $1,- 
410. '48 FL sedan, $1,285; SM 4-dr.. 
$1,120; half-ton pickup, $800. ‘47 SM 
2-dr., $900. '46 FL aerosedan, $1,000, 
$940; half-ton pickup, $615; FM club 
coupe, $945, $935. '41 4-dr., $685, $660, 
$645, $635, $615, $505. "40 2-dr., $600, 
$455, $410, $440. 

DODGE—'49 Wayfarer 2-dr., $1,650. ‘47 
2-dr., $950. ‘39 4-dr., $335. ‘37 2-dr., 
$205. 

FORD—'49 Custom (8) 2-dr., $1,360, $1,- 
200, $1,195. '47 SD (8) 4-dr., $805. '46 
SD (8) 2-dr., $885, $815. '41 4-dr., $570, 
$535, $500. °40 club coupe, $460. ‘39 
4-dr., $175, °38 2-dr., $315. ‘37 2-dr., 
$390, $125. 

OLDSMOBILE—'47 (76) 2-dr., $750. ‘40 
2-dr., $375. °39 2-dr., $130. 

PLYMOUTH—'41 2-dr., $400. ‘39 2-dr., 
$335. '37 4-dr., $475. '36 4-dr., $150. 


WILLYS—'47 Jeep, $605. '45 Jeep, $250. 


DETROIT 
(Apto Auto Auction. Sale every Wed- 
| nesday. Prices are for sale of Oct, 19.) 


(Sold 49 units out of 82 offerings.) 

| BUICK—’49 Special 2-dr., $1,425. ‘48 RM 

| 4-dr., $1,565. ‘47 Super 2-dr., $1,205. 

| ’41 4-dr., $150, 

| CADILLAC—’47 (61) 

CHEVROLET—'49 SL 
675; Special 2-dr., $1,505. '47 SM 2-dr., 
$900; club coupe, $950. '46 4-dr., $790. 
’40 4-dr., $390, $245. '35 4-dr., $160. 

DeSOTO—’'47 4-dr., $1,100, $1,010. 

DODGE—’'47 4-dr., $1,050. '39 2-dr., $165. 

FORD—'49 Standard (6) 2-dr., $1,275, 
$1,260; Custom (8) club coupe, $1.250. 
’48 SD 2-dr., $1,025. '47 SD 2-dr., $845. 


club coupe, $1,750. 
Deluxe 2-dr., $1,- 





$895. °46 SD 4-dr., $750, $745; 2-dr., 
$825. '41 2-dr., $230, '40 2-dr., $435. 
HUDSON—'40 2-dr., $210. 
KAISER—’49 Traveler, $1,520. ‘48 4-dr., 
| $885. '47 4-dr., $730. 
| LINCOLN—'46 4-dr., $865. 
MERCURY—'49 4-dr., $1,500. ‘46 4-dr., 
} $860, '47 4-dr., $925. 
OLDSMOBILE — ‘46 4-dr., §900; club 
| coupe, $860, 
PLYMOUTH—'47 SD 2-dr., $875. ’41 
Deluxe 2-dr., $380, $265; business 
coupe, $390. ‘40 business coupe, $135. 


'39 2-dr., $240; business coupe, $125. 


PONTIAC—'47 4-dr., $1,005. ‘41 4-dr., 
| _ $275. '39 2-dr., $255. 

WILLYS—'46 Jeep, $435. 

| SOUTH BEND 

(South Bend Auto Auction, Inc. Sale 
every 


Wednesday, Prices are for sale of 
Oct. 19.) 
(Lower-priced cars being offered. Sold 


41 units out of 62 offerings.) 


BUICK—’50 Special 4-dr., $2,180. ‘47 
Super 2-dr., $1,280. 

CHEVROLET—'49 SL Special club coupe, 
$1,550; FL Special 2-dr., $1,460. ’'48 
FM club coupe, $1,140; FL aerosedan, 
$1,310. °47 FL aerosedan, $1,230; SM 
club coupe, $1,080. '38 4-dr., $90. ‘37 
2-dr., $105. '36 2-dr., $120, $165. 

CROSLEY—'47 2-dr., $200. 

DODGE—'46 Custom 2-dr., $830. 

FORD—’49 Custom (8) 2-dr., $1,370. ‘39 
4-dr., $270. 

MERCURY—'41 2-dr., $360. 

OLDSMOBILE—'47 (76) 2-dr., $1,010. 

PLYMOUTH—'49 SD 4-dr., $1,410. '47 SD 
4-dr., $935. ‘41 4-dr., $90. 

PONTIAC—’49 Chieftain club coupe, $1,- 
870, '36 4-dr., $90. 

STUDEBAKER—'50 Champion Regal De- 


luxe club coupe, $1,905; 2-dr., $1,880. '49 
Champion Regal Deluxe conv., $1,525; 
4-dr., $1,480. '48 Champion Deluxe 4-dr., 
$1,270, $1,205; 2-dr., $1,160; Land 
Cruiser 4-dr., $1,405, $1,260. '47 Com- 
mander Regal Deluxe 2-dr., $1,155, $1,- 


090; Champion Regal Deluxe 4-dr., $1,- 
110, $1,105, $1,060, $1,000; half-ton 
pickup, $660, 1%-ton cab and chassis, 
$605. 


WILLYS—’'49 Jeepster, $910. 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Fri- 
day. Prices are for sales of Oct, 14-21.) 
BUICK—’48 RM_ sedanette, $1,390. '46) 

Super sedan, $1,000, $970, $1,100. ‘41)| 

Special club coupe, $695, $370; sedan, 

$550. '39 club coupe, $150. | 
CHEVROLET—'49 FL Deluxe sedan, §$1,- 

625. '48 SM sedan, $1,135, $1,090; FM 

sedan, $1,255. '47 SM club coupe, $960; 

sedan, $910; FM sedan, $1,000. ‘46 FM 
sedan, $955; FL aerosedan, $895. '42 SD | 
sedan, $660, $690. '41 MD sedan, $340; 

SD sedan, 705, $550, $350; conv., $465. 

‘40 Master (85) sedan, $600, $465; MD 

sedan, $600, $450. '39 Master (85) sedan, | 

$400. '36 business coupe, $310; sedan, | 
$185, $180. 
DeSOTO—’'46 sedan, $800. | 
DODGE—'’49 Coronet sedan, $1,830. ‘45 
half-ton panel, $650. ‘46 sedan, $800; 
business coupe, $720. '42 sedan, $350. ‘41 | 





sedan, $600; business coupe, $400. ‘37 | 
sedan, $275. 

FORD—'49 Custom (6) sedan, $1,450, $1,- | 
375; (8) conv., $1,750, $1,480; sedan, | 
2 at $1,550, $1,325, $1,320, $1,300; 
Standard (8) sedan, $1,060; half-ton | 
pickup, $1,195. ‘48 (taxi), $790. '47 SD 
(8) sedan, $880. 46 Deluxe (8) sedan, 
$725, 2 at $700, $590; business coupe, | 
$785. °41 (8) sedan, $700, $570, $540, | 


$510. '40 SD (8) sedan, $820, $495, $430, 
$395, $380, $360; opera coupe, $400. '39 


(8) sedan, $380; business coupe, $325. 
"37 (8) sedan, $490. 
LINCOLN—’41 Zephyr club coupe, $295. 
MERCURY—’'49 sedan, $1,920. ‘46 sedan, 
$930. 
NASH—’37 sedan, $100. 
OLDSMOBILE—'49 (98) sedan, $2,000. 
PACKARD—’'49 (135) sedan, $1,260. ‘41 


(120) sedan, $500. "40 (120) sedan, $100. 
PLYMOUTH—'48 SD club coupe, $1,190; 
sedan, $1,075, $1,150. ‘47 SD _ sedan, 
$865. '46 SD station wagon, $675; sedan, | 
$750. '41 (taxi), $200; club coupe, $565. | 
PONTIAC—’49 Streamliner (8) sedan, $1,- 
930. ‘47 Streamliner (8) club coupe, 
$1,$25; (6) club coupe, $1,295. °'40 (6) | 











Average Used-Car Prices 


(Compiled by Automotive News) 











Model Oct. 1949 Sept. Aug. 

(to date) 1949 1949 

3040 $989 ee . $1,680 $1,781 $1,883 

$877 Bes cece - 1,228 1,336 1,393 
1947. 1,015 1,093 1,147 

Beet coves 893 956 986 

BPitReaves 480 535 576 

459 436 506 

Oe eee 3387 388 433 

Overall —_—- 

Oct. (to date) Sept. Aug. Average. _ $ 877 $ 940 $ 989 





(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





$1,150. ‘47 Custom club coupe, 
$1,- 4-dr., $850, $820, ‘37 2-dr., $85. 

050. | FORD—’49 station wagon, $1,620; stand- 
WILLYS—’'49 Jeepster, $800, $900. | ard (8) 2-dr., $1,300; Custom (8) 2-dr., 


sedan, $395. $1,120; 


STUDEBAKER—'47 Champion conv., 


$1,550, $1,375, $1,280, $1,260; (6) 4-dr., 

HOUSTON $1,225. '48 (6) half-ton rack, $800, '47 

SD (8) 2-dr., $860, 2 at $800. ‘41 De- 

(Guif Auction Co, Sale every Tuesday luxe (8) 2-dr., $285; SD (8) club coupe. 
and Friday. Prices are for sales of Oct. $475. 

14-18.) AISER — ‘48 Custom 4-dr., $875, ‘47 


K 
(Prices lower on all models, Sold 63 Special 4-dr., $775. 
units out of 100 offerings.) | LINCOLN—'47 Custom club coupe, $935. 
CHEVROLET—'49 SL Deluxe 4-dr., $1,-| MERCURY—'39 2-dr., $300. 


775, $1,750, $1,700, $1,690, $1,665, $1,- OLDSMOBILE—'49 (98) 4-dr., $2,150, §2,- 


650. °48 FM club coupe, $1,075; FL 130; (88) 4-dr., $2,050; (76) 2-dr., $2,- 

aerosedan, $1,025. ‘47 FL 4-dr., $980. 100; club coupe, $1,830. '48 (76) 4-dr., 

'46 2-dr., $850. o $1,150. '46 (76) sedanette, $1,050; (66) 
CHRYSLER — '49 Windsor 4-dr., $2,115; sedanette, $1,000. 

club coupe, $1,760. | PACKARD—'48 Clipper (8) 2-dr., $1,450. 
DeSOTO—'49 Carryall, $1,860. | PLYMOUTH—'49 SD 4-dr., $1,635, '48 
DODGE—'49 Meadowbrook 4-dr., 2 at $1,- | SD 2-dr., $1,435. ‘47 SD 4-dr., $910, 

775. '47 club coupe, $1,050. | $900. '46 SD 4-dr., $740, $760. '39 4-dr., 
FORD—'49 Custom (8) 4-dr., $1,735, $1,- $160. 

595; half-ton pickup, $1,260. "48 SD (5) | PONTIAC—'48 Streamliner (8) 2-dr., $1,- 

4-dr., $1,110; conv., $1,075. '47 SD (8)| 510; 4-dr., $1,300. '47 (8) conv., $1,- 

club coupe, $1,005; 4-dr., $985. | 175, $1,100; 4-dr., $1,050. '37 (6) busi- 
HUDSON—'48 4-dr., ae ness coupe, $100, 
KAISER—'47 4-dr., $550. STUDEBAKER—'48 Champion Regal De- 
MERCURY—'49 4-dr., $1,605. ‘47 Bad luxe 4-dr., $1,130. '42 Commander 4-dr., 
PLYMOUTH—'49 SD 4-dr., $1,675, "46 wee%g 40, Commander 2-dr., $170. 

— “ar., , . WILLYS—'47 s io 805. 

SD 2-dr., $685, '36 4-dr., $60. ee ee ee 
PONTIAC—'47 sedanette, $905. ‘41 conv., 

$455, '40 4-dr., $100. °39 conv., $325. PHILADELPHIA 


STUDEBAKER— 48 
$1,205, 


Land Cruiser 4-dr., (Harry D, Gilbert. Sale every Tuesday. 


Prices are for sale of Oct. 18.) 
(Prices steady. Sold 80 units out of 130 
offerings.) 


ALBANY, N. Y. 





| BUICK—'49 Super sedanette, $2,075. '47 
(Tim Anspach’s Dealer Auto er} RM sedanette, $1,120: Super = $1,- 

Sale every Monday, Prices are for sale of 200. ’38 Special club coupe, $225. — 

Oct, 17.) CHEVROLET—'49 FL Deluxe 2-dr., §$1,- 
(Prices about the same as past two 635; SL Special 4-dr., $1,420. '48 SM 
weeks, Sold 92 units out of 138 offer- | 4-dr., $1,000; business coupe, $855. °47 
ings.) 7 | EFL aerosedan, $1,000; SM 2-dr., $980. 

BUICK—’49 Super conv., $2,300. '46 Super '46 SM 2-dr., $825. 41 SD 2-dr., $610; 
sedanette, $1,035. '41 Special 4-dr., $475,| MD club coupe, $540; 2-dr., $490. ‘39 
$430; Super 4-dr., $410. ‘40 Super 4-dr., MD 4-dr., $425. : . 





$380, '38 Special 4-dr., $225, | CROSLEY—'48 Sedan Delivery, $215. 
CADILLAC—'49 (62) 4-dr., $2,850. '48| peSOTO—'48 Custom 4-dr., $1,430, ‘47 
(62) sedanette, $2,425. | Custom club coupe, $1,030; conv., $1,025. 
CHEVROLET—'49 SL Special 2-dr., $1,- DODGE—’49 Meadowbrook 4-dr., $1,775; 
550, $1,500; Deluxe 4-dr., 2 at $1,500,/ Wayfarer 2-dr., $1,610. '41 4-dr., $250. 
$1,490, $1,430. '48 FM club coupe, $1,- | FORD—'49 Custom 2-dr., $1,340, $1,100; 
140, $1,100; 4-dr., $1,125, $1,250; FL | Standard 2-dr., $1,280, $1,210. ’48 De- 
aerosedan, $1,250; (Taxi), $950, $850,| luxe 2-dr., $890, $750. '47 SD 2-dr., $694; 
$810, ‘47 FM 4-dr., $1,050, $980; FL| Deluxe (6) 2-dr., $625. 46 SD 2-dr., 
4-dr., $1,010; SM 2-dr., $910, $900. "46 | $750, '41 SD 4-dr., $410. 
SD conv., $910; SM 2-dr., $800. '41 MD | HUDSON—'46 Super (6) 2-dr., $590. 
2-dr., $450, $430, $415. ‘39 MD 2-dr., | NASH—’42 4-dr., $440. 
$200. '38 MD 2-dr., $250, $140; 4-dr.,| OLDSMOBILE—'46 (66) 4-dr., $950. ‘41 
$265. (78) 4-dr., $470. 
CHRYSLER—'i8 Windsor 4-dr., $1,385. | PACKARD—’47 Clipper 4-dr., $1,000. ‘40 
'46 Windsor conv., $750; 2-dr., $1,050. 4-dr., $340. '38 4-dr., $190. 
DeSOTO—'418 Custom 4-dr., $1,400. '47| PLYMOUTH—'49 SD 4-dr., 2 at $1,410. 
Suburban, $1,170. '40 Deluxe 2-dr., $370. ’47 SD 4-dr., $920; 2-dr., $870, '46 SD 
"36 DeSoto Deluxe 4-dr., $85. 4-dr., $625. 


STUDEBAKER—'50 Champion 4-dr., $1,- 
685. ‘48 Champion club coupe, $1,260. 


DODGE—’'49 Coronet conv., $1,950; Way- 
farer 2-dr., $1,500. ‘48 Deluxe 4-dr., 











NAMES AND ADDRESSES OF 


46,969 


Auto Dealers 


Based on OFFICIAL Information 


Manufacturers! Jobbers! Here is 
the list you have been waiting for 
—names and addresses of every 
exclusive new car dealer in the 
country, keyed to show the make 
of car handled. This list repre- 
sents the most complete cover- 
age of America’s top industry 
ever assembled. It was com- 
piled from state dealer license re- 
gistrations as filed in state capitals. 


Arrangement of the list is alpha- 
betical by state, city, and name. 
It may be ordered for any state or 
group of states, or by selected 
makes. 


ALSO 


Mailing lists of Exclusive Truck Dealers, 
Used Car Dealers, Filling Station Oper- 
ators—ANY COVERAGE OF THE AUTO- 
MOTIVE INDUSTRY 


Write, Wire or Phone for Information and Prices 


UPOLK@CO sss 


431 HOWARD STREET 
s Detroit 31, Michigan 
Branches in Principal Cities 































The board of directors of Tim- 
ken-Detroit Axle Co. has elected 
Fred W. Parker jr. a vice-presi- 


dent of the com- 
pany, it is an- 
nounced by Wal- 
ter F. Rockwell, 
president. 

Parker, an en- 
gineering gradu- 
ate of Cornell 
university, has 
been associated 
with Timken-De- 
troit Axle since 
1927. During that 
time he served in *: W- Parker Jr. 
its engineering, sales and service 
departments. For the past two 
years he has served as assistant 
to the president. 


* * * 
Six Field Executives 


Shifted by Harvester 


C. H. Moore, district manager 
for general sales, Denver branch 
of International Harvester Co., has 
been transferred to Grand Rapids, 
Mich., in the same capacity. C. P. 
Wells, formerly motor truck dis- 
trict manager, has replaced Moore 
in Denver. 

M. W. Jones, formerly assistant 
district manager for motor truck 
sales, has replaced Wells. R. C. 


Ii: yas 
TA TEAMA TAA 


Just as Miss Liberty sym- 
bolizes a warmth of hos- 
pitality and friendliness 
to visitors arriving inside 
U.S.A., so does the Hotel 
Fort Shelby represent 
those cherished qualities 
to visitors in Detroit. 


Conveniently located, 
The Fort Shelby is famed 
for the recognized value 
it offers in its 900 rooms 
with bath, chairside ra- 
dio, servidor, and circu- 
lating ice water; as well 
as its two excellent res- 
tavrants and aftractive 
cocktail lounge. 


GARAGE AND PARKING FACILITIES 


areas 
OLS Tala a) 


DETROIT 





LICENSE PLATE 
FASTENERS 


Heavy %-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 
PLATED TO PREVENT RUST 
No. 51—Dealer Cost, each 
Packed 12 to Box—Order 
Any Quantity 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 
Order Direct from... 
HOUSER ENGINEERING 

& MFG., INC. 
Bluffton, Indiana 
Money-Back Guarantee 











AUTOMOTIVE 


Battey jr. has been transferred to 
Denver from Minneapolis for Jones’ 


former position. 
R. C. Brown, assistant district 
manager for general sales, has 


been transferred to Billings, Mont., 
where he will serve in the same 
capacity for that district. J. P. 
Williams has been transferred 
from Spokane, Wash., to replace 
Brown. 

* + * 


L-M Appoints Fournier 


Assistant Service Head 


Chris J. Fournier has been named 
assistant service manager for Lin- 
coln-Mercury, E. D. Longenecker, 
service manager, has announced. 
Formerly service manager for the 
southwest region of the Ford divi- 
sion, Fournier has recently been 
directing special service programs 
for Lincoln-Mercury’s 21 sales dis- 
tricts. 

Fournier joined Ford in 1918 as 
a tool designer. He transferred to 
the sales department in 1930, serv- 
ing in various capacities until 1942, 
when he was appointed senior proj- 
ect engineer to direct layout, fol- 
low-up and testing of Ford-built 
wheel and track vehicles for the 
Army. 

+ * 
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Sloan-Kettering Institute for Can- 
|cer Research. 

Other directors of the foundation 
are Sloan; Charles F. Kettering; 
Dr. James B. Conant, president of 
Harvard university; Dr. Karl 
Compton, president of Massachu- 
setts Institute of Technology; 
Harry E. Ward, honorary chair- 
man, Irving Trust Co.; Lewis W. 
Douglas, U. S. ambassador to Eng- 
land and chairman of Mutual Life 
Insurance Co.; William B. Bell, 
president, American Cyanamid Co.; 
Frank A. Howard, former president 
of Standard Oil Development Co.; 
| John L. Pratt, retired industrialist, 
|}and George Whitney, president, J. 
P. Morgan and Co. 


| Gall Made Vice-President 


|Of Hudson of Canada 


Appointment of C. R. Gall as 
vice-president of Hudson Motors 
of Canada, Ltd., has been an- 
nounced by Stuart G. Baits, 
president. 

Gall has been associated with 
Hudson of Canada since 1928 and 
has been general sales manager 
of the company for the past 10 
years. 








for 12 years prior to his retirement in 1945. 


|dent of Electric Auto-Lite Co. A 
| 25-year veteran in the wire and 
cable business, Becker will direct 
| Auto-Lite’s newest plant in the 
production of automotive and in- 
| dustrial wire and cable. 

Becker was for 17 years asso- 
|ciated with the General Cable 
| Corp. in Rome, N. Y., in posts rang- 
|ing up to mill superintendent. Dur- 
ing the war he was assistant gen- 


Campau Gets Promotion 
In GM Salvage Section 


Appointment of A. J. Campau as 
director of the purchasing and 





* 
Campbell Joins K-F 

Morgan S. Campbell has joined 
the New England regional staff of 
Kaiser-Frazer Corp. as merchandis- 
ing and sales-promotion represen- 
tative. 

* + 


Brockway Joins Chek-Chart 


Appointment of Russell M. 
Brockway as a member of the Chi- 
cago engineering staff of Chek- 
Chart Corp. has been announced by 
Ray Shaw, president. Brockway’s 
duties will be the compilation and 
editing of all technical service 
instructions. He formerly served 
with Kaiser-Frazer and Ford di- 


salvage section of General Motors 
has been an- 
nounced by C. E. 
Wilson, president 
of GM. Campau 
succeeds D. F. 
Hulgrave, recent- 
ly advanced to 
the post of execu- 
tive in charge of 
the procurement 
and schedules ac- 
tivities of the 
GM manufactur- 
ing staff. 

Campau has been with General 
Motors since 1916, when the com- | 
pany acquired Scripps-Booth Motor 
Co., with which he had been as- 


|eral superintendent of Anaconda 
Wire and Cable Co. at Hastings- 
on-Hudson, N. Y. He has also been 
associated with Ansonia Electrical 
division of Noma Electrical Corp., 
Ansonia, Conn., and Plastic Wire 
and Cable Corp., Jewett City, Conn. 





Cadillac Opens 
Factory Annex 
For Car Delivery 


DETROIT.—Opening of a com- 
pletely new building that will pro- 
|vide the most modern facilities for 





A. J, Campau 





vision. a aa) sociated. He has been in purchasing 


|factory delivery of cars to custom- 


Automobile Old Timers Assn. are, left to right, seated, John J. ‘ ¢ 
|General Motors Acceptance Corp.; Harvey S. Firestone jr., chief executive of the Firestone 
| Tire and Rubber Co.; K. T. Keller, president of Chrysler Corp. and D. C. Fenner, president 
of the AOTA. Standing, are Alfred Reeves, advisory vice-president of the Automobile 
Manufacturers Assn. and William E. Holler, who was genera 


| ager; 





AUTOMOBILE OLD TIMERS MEET—Pictured at the tenth anniversary dinner of the 


Schumann, president of 


sales manager of Chevrolet 


Pa. Rubber Lists 
‘Seven Changes 


In Personnel 


| MANSFIELD, O.—Following the 
recent consolidation of tire and 
|tube production of Pennsylvania 
Rubber Co. with that of the Mans- 
field Tire & Rubber Co., Mansfield, 
is the announcement of personnel 
assigned to sales and other execu- 
tive positions of Pennsylvania Rub- 
ber. 

E. V. Duffy has been named sales 
manager; R. L. Baumgardner, ad- 
vertising and sales promotion man- 
A. P. Weightman, office 
manager; N. W. Graham, manager 
of stock regulation, and H. B. Car- 
penter, manager of original equip- 
ment and government sales. 

All have been Pennsylvania per- 
sonnel for a number of years. 

H. A. Phillips has been appointed 
manager in charge of the central 
division with headquarters in Chi- 
cago. He formerly was factory zone 
branch manager. 





Cleveland Graphite Elects 


Oswald to Sales Berth 


Election of Raymond Z. Oswald | 
as vice-president of Cleveland 
Graphite Bronze Co., in charge of 
replacement sales 
is announced by 
President James 
L. Myers. Oswald 
was president of 
Monmouth Prod- 


ducts Co. when 
that company 
was purchased 


recently by Cleve- 
land Graphite. 
Oswald has 
been in the auto- 
mobile parts sales 
field 24 years. From 1925 to 1945! 
he was with Thompson Products, 
Inc., becoming business manager of 
its service division. In 1945 he be- 
came director of operations at 
Harry Ferguson, Inc., resigning the 
following year to join Monmouth. 
ok * * 





R. Z. Oswald 





Collyer Honored 
Goodrich Chief Trustee 


Of Sloan Foundation 


John L. Collyer, president, B. F. 
Goodrich Co., has been elected a 
trustee of the Alfred P. Sloan 
Foundation. 


activity all of the time and since 

1939 has been assistant director of 

the purchasing and salvage section. 
* ~ * 


Auto-Lite Names Becker 


To Head Wire Plant 


Appointment of Paul Becker as 
manager of the new wire and cable 
plant in Hazleton, Pa., is an- 
nounced by Royce G. Martin, presi- 


O’Brien Named 
By Plymouth 


DETROIT.— Appointment of J. 





E. O’Brien as manager of exhibits | 
and displays for Plymouth was an- | 


nounced last week by R. C. Somer- 
villee general 
sales manager. 
O’Brien, who 
has been associ- 
ated with Chrys- 
ler Corp. more 
than 17 years, 
will maintain 
headquarters 


new position. He 
was formerly re- 
gional manager 
of Plymouth’s Detroit region. 
O’Brien was first employed by 
Plymouth as a special representa- 
tive at Los Angeles in 1932, and 





J. E. O’Brien 


at} 
Detroit in his| 


| ers was announced last week by 
|John F. Gordon, general manager 
of Cadillac. 


The new “customer will-call” 
|building has been constructed ad- 
| jacent to the division’s administra- 
tion building at 2860 Clark Ave. 
| here. 
| The importance of the expanded 
|facilities in making available more 
|factory deliveries for Cadillac cus- 
|tomers was emphasized by Don E. 
| Ahrens, Cadillac general sales man- 
| ager. 
| “With this new building,” he said, 
|\“we are in position to more than 
|triple past volumes of cars deliv- 
jered at the factory. 


“In addition a completely new in- 
|stallation, staffed by factory ex- 
|perts, for the final preparation of 
|customer cars after assembly will| For Their New Car Advertising 
| provide the finest possible service.” | © Criti . 

Arhens pointed out that Cadillac | eras a teed osden 
does not sell cars to customers at © Triple-plate Ch Finish 
|the factory. All arrangements for | repte-prate Chrome Finis 

|the purchase of new cars are made © Life-of-Car Durability 


C. W. Grady, former territory 
representative, has been named di- 
| vision manager of the Pacific Coast 
area with headquarters in Los 
Angeles. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . .. an esti- 
mated more than 100,000 cover-to-cover 
readers weekly! 











| between the customer and _ his © Customer Eye Appeal 
dealer. 2 w Prices 
If the customer desires to take New Low P ae 


Write TODAY for beautiful full- 
size FREE SAMPLE .. . Yours to 
keep and compare! 


@ NO OBLIGATION @ 
Stemac.. 2409 157TH ST. 
DENVER 11, COLORADO 
DISTRIBUTORS WANTED 


|delivery of his car at the factory, | 
ithe dealer authorizes the factory 
to act as his agent in making the | 
| delivery. 


| Willys E a ports 











The foundation, named for the 
chairman of General Motors, was 
founded in 1936 and since that time 
has expended $9,000,000 in grants. 


served in that capacity until De- 
cember, 1934, when he transferred 
to DeSoto division as a district 
manager. After more than a year | 

In 1947-48, the foundation dis-| with DeSoto, he resigned to enter 
pensed more than $2,000,000, about | business for himself as a corpora- 
half of the amount going to the | tion distributor in Texas. | 


WILSON AND KYSER PROMOTED BY STUDEBAKER—Left to right, Howard Kyser, newly- | 
appointed general superintendent of Studebaker Pacific Corp.'s assembly plant in Vernon, 
Calif.; Earl M. Douglas, vice-president in charge of manufacturing; Raymond Wilson, newly- 
appointed assistant production superintendent. Douglas, disclosing that present production 
of 3,500 per month is to be increased at the West Coast plant, announced the promotion 


| port Corp. has shipped the 100,000th 


_|}truck and bus-tire representative 
for General Tire & Rubber Co.’s 


‘Reach 100,000 


TOLEDO.—Willys-Overland Ex-| 


vehicle to be sold overseas since 
the firm began postwar operations, | 
Marcel F. DeMuller, president of | 
the export concern, said last week. | 
The 100,000 Willys-Overland ve- | 
hicles have been sold throughout | 
the world by areas as follows: 
Europe and the Near East, 19,- 
480; Latin America and the West | 
Indies, 37,264; Far East, 12,428; | 
Middle East, 6,290; Australia, 1,292; | 
Africa, 10,466; Hawaii and New-| 
foundland, 1,051, and Canada, 11,729. 


General Ups Howley 


Promotion of Roger Howley to/| 


Akron district, and appointment of 
three sales representatives, have 
been announced by L. A. McQueen, 
vice-president. The new appointees 





of both Kyser and Wilson. Kyser, who has been with the assembly plant near Los Angeles 
since it was opened 14 years ago, was formerly with Studebaker's parent plant at South 
Bend. All three men are Hoosiers—natives of Indiana. 





are John Welsh, Robert Golden and 
William Ford jr. 





NEWEST 


METAL 


AUTOGRAM 
GOLD INITIALS CHROME 


APPLIED LIKE A BAND-AID 


RETAILS 


3 for $1.00 
Packed 1 Gross Ass't. With 
Attractive Counter Display 
And Eye-Appeal Merchandiser 


DEALER'S 
PRICE 


15¢ 


EACH 


Easy to 
Apply 


Do Not 
Harm 
Finish 


SAMPLES ON REQUEST 


ARNOLD SALES CO. 


108 E. HANOVER ST. TRENTON 8, N. J. 
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| new trucks has reached a satura- 
tion point, and... 

Whereas many manufacturers 
have adopted the practice of 
shipping vehicles on open order 
without the specific consent of 
the dealer, and . 

Whereas dealers find themselves 
|in a critical position due to dis- 
tribution methods inconsistent with 
rapidly changing economic condi- 
tions, and... 

Whereas experienced dealers are 
in a position to best judge the 
number of cars and trucks for 
which they have customers and 





arket. and SAYLORS NEW SETUP IN INDIANA CITY WITH POPULATION OF 8,000—In Decatur, 
. aon & eee | Saylors Motor Co. (Buick-Chevrolet) has just opened these new headquarters. A glazed 
Whereas this is a national prob-| brick building, it has a frontage of 140 feet on U. S. ‘aed Cees 27. Firm is composed of 


owens. . 


lem within the jurisdiction of the | three brothers, Leo, Clifford and Leonard Saylors, and Lloyd < 


| National Automobile Dealers Assn., ° ‘ . 
the only possible rivals of govern- 
wee + Pensions Called be theorists for assuming the 


Whereas the factory-dealer re- responsibility for a “functioning 





r of the 


esident of ) j 
aa lations committee of the New Boon to Hope America.” 

utomobile York State Automobile Dealers He urged business leaders to ad- 
Chevrolet has recommended that this prob- Of Free U. a vance the cause of free enterprise 


lem be referred to NADA... : 

Now therefore be it resolved that} DETROIT. — Industrial pensions _ Wastlaaen So bevuar so 
the board of directors of the New | Offer “the best chance we have “healthy and effective ane re- 
York State Automobile Dealers,|ad in a generation to kill once lationship” between govertneant 
meeting in New York City, on and for all the threat of statism,” and industry. 

Oct. 18, 1949, do hereby go on | Charles D. Jackson, publisher of This. h de paca ld h 
FIRST CHRYSLER AWARD IN CANADA—Officials of Chrysler Corp. of Canada attended | record that dealers throughout the | “ortune magazine, told the Detroit ae ce ee cna ee 


a banquet in Montreal to present, for the first time in Canada, an Award of Merit to| nation should refuse to accept Economic club last week. way to win the war between free 
Universal Auto, Ltd., Quebec City, Que. John C. McGuire, general sales manager of delivery of more cars and trucks He called pensions an opportu- enterprise and statism. 


ts 



































: Chrysler-PI th-F di Chrysler C f Canada, is sh haking hands with , | el “ “ ” : 
ing the | Crys" eieatter *poasident of the’ Gesteninis, while "Fed" Molein sales’ monager’of the | than they have specifically ordered, |Mity to prove that “the welfare| “American enterprise,” he said, 
re and division, looks on. and be it... corporation” offers richer rewards} “has it within its power to bring 
ylvania ! — — nee . | Seether cesetved that p | fOr all than the welfare state.” alive the concept of the dignity 
. Mans- _ fe > laweve at a copy OF | Business men, he contended, are| and welfare of man.” 

nsfield, Blast Factory Policies .. . this resolution be sent to NADA. | 

rsonnel . 2 


execu- N. Y. D I Q HEREAS, some _ automobile 
ja Rub- manufacturers have _ persist- 
* ° ea ers pen |ently continued shipments to auto- 


|mobile dealers of cars and trucks 


‘d sales 
a 
ae ad. Wi Ci |equipped with accessories and 
, |extras that were not ordered by 
n man- 
man- ar on Coercion ee | : 

anager ke oe Whereas, such shipment of cars a) f f 
B. Car- (Continued from Page 3) and trucks with extras and ac- U | A} i y 
equip- year from Nov. 1, 1949, to Oct. 31,, proved. This drive will get under | cessories not ordered makes it - 

1950, as recommended by the| way Nov. 15. impossible for the dealer to 
ia per- finance committee, through its| C. C. Bateman, Dansville, chair-| deliver cars and trucks to the 
‘Ss. chairman, A. Richard of Pough-| man of the purchase and discount| Customer as originally specified, 
»ointed keepsie. /committee, gave a report of the| and. 
central The program offered by the New | group buying plan and pointed out; Whereas, this practice creates ill- 
n Chi- York State Institute of Applied, that savings during the past year | feeling against the dealer and of 
ry zone Arts and Sciences at Binghamton | had been realized by one dealer in| possible loss of sale due to dis- . 

for the training of automotive|an amount in excess of $1,400. | Satisfaction of the customer, _ — 7 
rritory technicians and automotive me-| The resolutions which were land . } i : A ] PA e N oN | | N 'C' be 
ned di- chanics was outlined to the direc- | adopted are as follows: icine this is a problem na-| 
. Coast tors by C. C. Tyrell, director of et Wace tional in scope, which is within the 5 
n Los the institution. : HEREAS in certain areas eco-| jurisdiction of the National Auto- oS 

Plans for a statewide member- | nomic conditions and changes| mobile Dealers Assn., and... 
ship campaign for the national | have created a situation where the Wh Bas 
| ereas, the factory-dealer re- ONE els THE NATIC N s 

paper of and state associations © were ap- | market for certain new cars and) jations committee of the New 


» counts — = a tie eae | York State Automobile Dealers LARGEST AND MOST MODERN 


Coe Idea! 


5 lem be referred to NADA for PRODUCTION FOUNDRIES 
FOR YOUR VISOR MARKET 








action... 


Now therefore be it resolved, that 
the board of directors of the New 
| York State Automobile Dealers, 
| meeting in New York City on Oct. ESTABLISHED" 1866 
18, 1949, do hereby go on record in 
|opposition to further arbitrary 
shipment of cars and trucks with UJ LW 3 WwW H E La N D id id N Y 
| accessories and extras that have FOUNDRY DIVISION 


ae 
a 
: 






















ATES’ er ASTI | not been specifically ordered by the 
ising | dealer, and be it... 
= | RU-VU VISOR Further resolved, that a copy of MAIN OFFICE AND MANUFACTURING PLANTS 
- 7. |this resolution be forwarded to ; 
< eee 858 wr mae NADA. CHATTANOOGA 2, TENNESSEE 
4 " ™ - * * + 
HEREAS territorial security 
and protection in selling agree- 
ments have recently been aban- 
— doned in some factory-dealer fran- 
— | chise agreements, and... 
Whereas dealers must have a 
substantial investment for the 
scaled privilege of a franchise, and... 
. ” . Whereas such investment could 
- very easily be jeopardized by in- 
2D 4 ras CARS ee ‘i equitable distribution of cars and 


trucks, and encroachment on 2 AUTO DEALERSHIP FOR SALE 


dealer’s potential market, and . 
Whereas the only consideration 


Create FAST PREFERENCE — 













for a dealer’s investment is the This advertising agency represents a client who seeks to sell, for personal 
WITH THESE TOP oe ee . make of reasons, a 450-car ‘Big Three’ automobile dealership, handling two popular 
Moulded Plexiglas permits clear vision Whereas this is a problem on the makes. It is a well-established agency located on a main thoroughfare of 
through the visor—not under. Weather-re- national level, which is within the ae lie “te. ak Wea ak Wieden tid eS - 
‘ . . 7 ° n. n m mn 
sistant, non-warping. | jurisdiction of the National Auto- a ay ee ee ee en on 
e e ile Dealers 39 : . i . i ilding, total fi 117 
¢ Lines conform to modern styling—Chrome a De on a 1 well-designed one-story concrete brick building, tota oor space 20 
. reas p fz y-deale - : 
steel fittings add strength and beauty. aailiees "aan 7 ieee edie sq. feet, five-car showroom, new fixtures, tools and equipment. Profitable 
e Easily installed in 20 minutes—no painting York State Automobile Dealers going business with experienced personnel in every department. Price, 
or drilling. _ a — prob- including 22,517 sq. feet of land, building, parts and accessory inventory, 
em referred to ! ‘e's 
¢ Matches or blends with color of car. | Now therefore be it resolved that with all improvements, machinery, tools, furniture, and equipment approxi 
: ° |the board of directors of the New : : 
Get the complete details of this consumer-tested lvork State ieidiaainiie Dealers. mately $150,000. Buyer must purchase real estate and qualify with factory. 
visor, made to retail profitably at a competitive | meeting in New York City on Oct. Thorough investigation invited. 
price. Write us today for special dealer offer. | 18, 1949, do hereby go on record in| 
*Trade Merk | favor of retaining territorial secur- | Addi lies 1 
PLASTIC | ity and protection in selling agree- | po ee 
| 





|ments, and further that a more} 
| equitable distribution of passenger | SCOTT'S ADVERTISING AGENCY 
cars and trucks should be adopted | 

| by all factories, and be it... 

| Further resolved that a copy of 
| this resolution be forwarded to 
NADA. 


TRU-VU VISOR 


MANUFACTURED BY 
M.S.M, PRODUCTS COMPANY, SPRINGFIELD, ILLINOIS 















11 PEMBERTON SQUARE BOSTON 8, MASS. 

















ASSOCIATION MANAGERS VISIT MINNESOTA PARLEY—These five dealer group execu- 
tives are (left to right): Glenn B. Atcheson, general manager of the Minnesota association: 


Edward L. Cleary, general manager of Chicago Automobile Trade Assn.; 
Wisconsin Automotive Trades Assn.; 
and Dexter Broderick, general manager, 


general manager, 
lowa Automobile Doalers Assn., 
Automobile Dealers Assn. 


Mo. Selects Armacost 


As NADA Director 


KANSAS CITlT'Y.—Robert S. Ar- 
macost sr., Studebaker dealer here 
for 26 years and president of Ar- 
macost Motors, Inc., 1401 Baltimore 
Ave., has been selected as NADA 


Louis Milan, 
general manager, 
South Dakota 


George Means, 


director for Missouri, Armacost is 
50 and is a past president of the 
Missouri Automobile Dealers Assn. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . . . an esti- 
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For full information on the automotive field, adver- 
tisers depend on Automotive News, published weekly 
from the center of the automotive world. Annually, 
for 13 years, a comprehensive ALMANAC has been 
published—the ONE reference book referred to con- 
stantly throughout the year by everyone who counts 
in the automotive industry. 
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N. D. Dealers Ask ‘Junker’ Allowance .. . 


Factory Sales Pressure Rapped 


FARGO, N. D.—Concerted action 
at the next national NADA con- 
vention against factories shipping 
unwanted vehicles to dealers was 
called for here last week at the 
annual parley of the North Dakota 
Automobile Dealers Assn. 

The convention, which elected 
Edgar A. Berg, of Grand Forks, 
as its new president, also recom- 
mended in a_ resolution that 
manufacturers resume a prewar 
practice of scrapping so-called 
“junkers” taken in trade on new 
cars, and grant dealers a “junker 
allowance.” 

Other officers elected at the par- 
ley were: William C. Davis, Bis- 
marck, vice-president, and George 
Dixon, Fargo, manager. David G. 
Kelly was named NADA director 


|and regional vice-president. 


Speakers included the following: 
Paul M. Millians, vice-president, 
Commercial Credit Co.; Robert 
Deo, NADA managing director; 
Karl Richards, field representative 


AMERICA 


INDUSTRY 
Like «a Blanket! 


More than 40,000 copies of the 1949 Al- 
manac are still working for advertisers. The 
unanimous verdict: ‘Bigger, better, more 
comprehensive and valuable than ever.” 


Make Automotive News Almanac for 1950 
A MUST in Your Next Year's Ad Budget! 


AUTOMOTIVE NEWS can 
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MAKE SPACE RESERVATIONS THROUGH ANY OFFICE 
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National Automobile Dealers Assn.; 
Ralph R. Lee, member of General 
Motors Corp. public relations de- 
partment; Frank L. Madden, St. 
Paul, and Earle F. Tucker, NADA 
director for North Dakota. 

Panel members of the several 
| clinics held and moderated over by 





Chevrolet Production 


Breaks Annual Record 
DETROIT.—Chevrolet produc- 
tion of cars and trucks in 1949 
by last week had surpassed that 
for any previous year in the 
GM_ division’s history, T. H. 
Keating, general manager, re- 





ported. 

Despite this, Chevrolet will 
still not build as many cars this 
year as it had hoped, Keating 
said. Citing the effects of the 
steel and coal strikes, he said 
that December output would be 
much lower than had been orig- 
inally planned. 
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Henry Krell, Krell Buick Co 


Fargo, were: 


Carroll Day, N. D. state sena- 
tor; O. W. Fode, Midwest Mo- 
tors, Jamestown; David G. Kelly, 
Valley Motors, Grand Forks; C. 
J. Ranney, assistant chief, in- 
come tax division, U. S. Internal 
Revenue department, and H. H. 
Wilcox, president, Wilcox and 
Malm, Grand Forks. 


New association directors are: 
I. E. Stenso, Carl Anderson, Al 
Grove, Elvin Larson, Ward John- 
son, Mike K. Davis, Clifford Hun- 
stad and Henry Krell. 


Fisher Moves Up 
To Presidency 


Of Keller Motors 


| NEW YORK.—The election of 
| George M. Fisher as president to 
| fill the vacancy created by the 
; death of George D. Keller was 
| announced last week by the board 
| of directors of the Keller Motors 
| Corp. 

Fisher formerly headed body 
manufacturing for Studebaker 
Corp. He began his association 
with Studebaker in 1904 in the 


|} company’s carriage shop. Shortly 


|after leaving Studebaker last Feb- 


| ruary, at the age of 65, he joined 


the Keller Motors as a director and 
vice-president in charge of pro- 


| duction. 


Fisher said last week that pro- 
duction schedules have already 


|been set for the company’s first 


two station wagon models, and that 
it is planned to make both avail- 
able to the public shortly. It is 


| presently estimated, he said, that 


the one will sell at $1,195 and the 


other, a deluxe model, at $1,245, 


both f.o.b. Huntsville. 


Business Outlook 


Good, Barit Tells 


\Chicago Dealers 


CHICAGO.—Confidence in Amer- 
ica’s business structure was ex- 
pressed by A. E. Barit, president 
of Hudson Motor 
Car Co. at a meet- 
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Sales Volume Maintains 
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ing of Chicago 
area dealers, 
bankers and fi- 
nance men, 

American peo- 
ple have “more 
money than ever 
before,” he said. 
adding that there 
is still a strong 
demand for goods 
of all kinds, par- 
ticularly automobiles. 

“We have heard a good deal 
lately about a seller’s market and 
a buyer’s market,” Barit said. “In 
my opinion, neither statement 
quite describes the actual situation 
because there is still a great need 
for cars.” 


What the industry is witnessing 
is a swing from careless buying 
on the part of the public to “ultra- 
cautious buying,” the Hudson exec- 
utive said. The remedy for this 
situation is better salesmanship, he 
added. 

N. K. VanDerzee, Hudson sales 
vice-president, told the group that 
Hudson's sales were good examples 
of why Hudson executives feel con- 
fidence in the domestic business 
situation. Sales in the first. nine 
months of 1949 exceeded total sales 
in 1948. 

Other Hudson executives present 
at the meeting were C. A. J. Had- 
ley, domestic sales manager; M. 





A. E. Barit 


|M. Roberts, director of advertising 


and merchandising; George R. 
Browder, assistant director of ad- 
vertising and merchandising; Wal- 
ter S. Milton, director of service: 
Thomas P. Rhoades, new director 
of public relations; R. W. Straughn, 
merchandising manager, and Doug- 
las Cramer, Chicago zone manager. 


Parry Gets Willys 
Parry Automotive Co., 304 Cen- 
ter, Marysville, Kans., has taken 
the Willys-Overland dealership in 
the Marysville territory. Lloyd 
Parry is owner and operator. 
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English Elected President .. . 





ATA Assails Rails, 
Ton-Mile Taxes 


BOSTON. — The windup of the 
American Trucking Assns. conven- 
tion here last week found the or- 
ganization in a fighting mood over 
matters primarily affecting truck- 


ers but of secondary importance to | 


the American public. 

H. D. Horton, retiring presi- 
dent, who now becomes board 
chairman, announced publication 
of a series of booklets designed 
as rebuttals of the “calculated 
misrepresentations” of the truck- 
ing industry by railroads. 

The first booklet of the series 
will be titled “What’s This About a 
‘Free Ride’ for Trucks?” 

The board of directors expressed 
by resolution its flat opposition to 
the anti-trust suit against the At- 
lantic & Pacific Tea Co., taking the 


Photo of Roadeo champions is 
on page 29. 


stand that division of the chain 
into multiple parts would result in 
severe curtailment of work for con- 
tract motor carriers who haul for 
the organization. 


Firm opposition was expressed | 


also to any assignment of costs or 
taxes on a ton-mile basis. At its 
Washington convention last year 
the ATA went on record as favor- 
ing only a nominal registration fee 
and a gasoline tax for all motor 
vehicles. The current action brings 
ATA policy into. conformity with 
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that enunciated by the National 
Highway Users conference. 
The associations’ roadeo went 
| off with a bang before a crowd 
of spectators at the Boston Gar- 
den. 

Ben Winterberger Dohrn Trans- 
|fer Co., St. Louis, driving a Reo 
|tractor and Trailmobile semi- 
trailer, became world’s champion 
in that class with 368 out of a pos- 
sible 400 points. 

Forrest G. Garrison, Melvin Truck 
Co., Peoria, Ill, was second with 
a Dodge tractor and Trailmobile 
trailer. Third place went to Rus- 
sell La Forge, W. J. Holloran 
Trucking Co., Providence, R. L, 
driving a Reo-Fruehauf combina- 
tion. 


In the straight truck class, S. L. 
Moon, Georgia Highway Express, 
Atlanta, drove a Dodge to an al- 
most flawless 385-point score. John 
W. Preston, George F. Alger Co., 
Detroit, took second with a Reo, 
and 18-year-old Tommy Monro, 
Monro Oil and Paint Co., Biloxi, 
Miss., captured third place with a 
Ford. 


This was a Texas year, the new 
president, Henry E. English of Red 
Ball Motor Freight, Inc., coming 
from Dallas, and Mrs. Paul Gra- 
ham, of Abilene, being the winner 
of the Ford cocktail-hour door 
prize, a new Ford convertible. 

In addition to English, new 
officers include John Ruan, Ruan 

Transportation Co., Des Moines, 
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New Car Distributorship 


room, air-conditioned. Latest 


long term lease. Other new car 
if present franchise not desired. Write Box No. AN80, Auto- 
motive News, Detroit 26, Mich 





Located in a city in the Middle West, approximate population 
one-half million. Sales Volume in 1948 in excess of $5,000,000; 
1949, end of August, exceeds $2,000,000. Most modern sales- 


up-to-date service equipment. 


Approximately 25,000 square feet. Cash involved inventory of 
new parts. This new building and used car lot available for 


franchises available immediately 
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Detroit. 
James E. 


Left to right: Thomas 
Ward, Carl F. Weissenberger, Inc., 


N. C., treasurer. 


fourth vice-president; George V. 
Eastes, Lee & Eastes, Seattle, 
treasurer, and Chester G. Moore, 
chairman, Central Motor Freight 

Assn., Chicago, reelected secre- 
tary. No first, second or third 
vice-presidents were chosen. 

New York for 1950 and Chicago 
for 1951 have been selected as con- 
vention spots. 

At a meeting of the roadeo rules 
and advisory committee, it was evi- 
dent that there is a serious attempt 
being made to widen the scope of 
this event so that it will not only 
be more representative of all truck- 
ing but so that heavy and light 
tractor-trailers will not have to 
compete against each other. 

A warning to the trucking indus- 
try that a double-barrelled attack | 
is being waged against it was made 
by ATA President H. D. Horton, 
speaking at the convention. 

He said that one form of trans- 
portation is “trying to restrain, by 
artificial and uneconomic means,” 
the trucking industry’s grewth and 





development. 

Continued expansion of haul- 
ing was predicted by Edward 
Hopkinson jr., of Drexel and Co., 
Philadelphia investment banking 
firm. 


He said he does not expect the 
cost of equipment financing by 
motor carriers will reach the record 
low levels now being enjoyed by 


Ad Parley Slated 
By Ford Dealers 


DEARBORN.—Ford Dealer Ad- 
vertising committee chairmen will 
meet in the Rotunda theater here 
for an all-day session Nov. 3, it 
was announced Thursday by Gor- 
don Eldredge, advertising man- 
ager, Ford division. Advertising 
activities for 1949 will be reviewed 
and plans for the 1950 program 
will be discussed with the chair- 
men of the 33 Ford sales district 
advertising committees. 

The district advertising commit- 
tee chairmen include: R. L. Wade, 
Atlanta; Harold W. Athoe, Batavia, 
N. Y.; S. P. Alexander, Durham, | 
N. C.; J. J. Conroy, Doylestown, 
Pa.; Ralph W. Hirschberg, Chi- | 
cago; Irle R. Hicks, Covington, Ky.; | 
Joseph DeMarsh, Canton, O.; L.| 
H. Ridout jr., Dallas; D. D. Harris, 
Lansing; J. J. Marsh, Denver; E. 
B. Dunn, Des Moines; Earle F. 
Tucker, Bismarck, N. D.; L. G. 
Russell, Houston; Cliff Hart, In-| 
dianapolis; G. M. Holtsinger, Tam- 
pa, Fla.; D. E. Williams, Kansas 
City; Philip H. Johnston, Hunting- 
ton Park, Calif. 

Others are Turner A. Summers 
sr., Louisville; J. C. Johnson, West 
Memphis, Ark.; Al Schallock, Mil- 
waukee; Ed Taussig, Lake Charles, | 
La.; George W. Patterson, Pater- | 
son, N. J.; W. G. King, Richmond, 
Va.; Fred Jones, Oklahoma City; 
W. T. Mahoney, Sioux City, Ia.; | 
H. N. Toohey, Homestead, Pa.; 
James G. Paps, Oakland, Calif.; | 
Adolph H. Roeper, Maplewood, Mo.; 
Paul D. Vincent, Provo, Utah; J. 
A. Inglis, Dallas, Ore.; A. W. How- | 
ard, Providence; E. W. Boyer, | 
Minneapolis, and Robert L. Lewis, | 
Washington. 








H. C. Motors Formed 


H. C. Motor Co., Inc., Surry, Va., | 
with maximum authorized capital | 
stock of $50,000, has been formed 
to deal in automobiles, tractors and | 
farm machinery. J. H. Holloman 








sr. is president. 


SCHOOL DAYS ARE OVER—Officers of the 25th class to graduate from the Chevrolet 
School of Modern os and Management admire diplomas following exercises in 


White jr., Cox Chevrolet Co., McKinney, Tex., secretary; 


Toledo, vice-president; James R. James jr., 


James' South Side Chevrolet Co., St. Louis, president; Henry M. Smith, Syd Smith, Ltd., 
Kamloops, Canada, vice-president. and Lindsay C. Yancey, Blalock Chevrolet Co., Oxford, 


the railroads, but he proposed 
group action by truck lines as a 
possible means of obtaining public 
financing through issuance of 
market securities. 

“The day is over of having to 
finance purchases of equipment 
through manufacturers and their 
finance companies over short peri- 
ods and at high discount rates,” he 
said. He stated that banks are now 
becoming more interested in such 
financing. 

No-accident awards were sched- 
uled for presentation at the parley 
to drivers of two hauling firms; 
Ross Concrete and Motor Co., Inc., 
of Huntington, W. Va., and Cali- 
fornia Truck Rental Co. Los 
Angeles. 


‘Fringe’ Causes 
U.C. Criticism, 
McCollum Says 


HOUSTON.—Used-car dealers are 
the victims of unfair publicity re- 
sulting from the activities of a few 
unscrupulous “fringe” operators, 
Marvin McCollum, president of the 
National Used-Car Dealers Assn.. 
told the fifth annual convention of 
the Texas Used-Car Dealers Assn. 
here last week, Four hundred 
members attended. 


R. W. Workman, Lubbock, was 
elected president of the group, suc- 
ceeding Sam E. Swain, Houston. 
Claude Glasscock, Tyler, was 
named vice-president, and Damon 
Slater, secretary-treasurer. Frank 
Cain, Dallas, was _ retained as 
counsel. 

New directors elected were: Car- 
roll Dickerson, Abilene; Bill South- 
worth, Amarillo, and J. M. (Vick) 
Vickers, Houston. Elected to the 
board of directors of the NUCDA 
were: Charlie Hilliard, Fort Worth; 
Tom Blondell, Dallas, and Work- 
man. 

McCollum, who was _ presented 
with a 10-gallon hat, also accepted 
the Texas group’s invitation to 
hold the 1950 convention of the 
national association in Dallas. 


Cc hrysler Dealer Officers 


At a meeting of the Milwaukee 
County Chrysler Dealers Assn.. 
the following officers were elected: 
president, Ivan Schmidt; secretary, 
Arthur Ennis, and treasurer, Clar- 
ence E. Langemack. 


MORE SALES, MORE PROFITS 
FOR TRUCK DEALERS... 
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; : f the loans. will be charged the dealer, it is ing an 
tember sales of 64 of these jobs in ” ; 
: ; ; ’ i | understood Wilker 
the Capital, compared with eight| FC's explanation came along | U? . 
Supers "a ra Customs. “May with a formal announcement of a| Collateral required for the larger a cl 
registrations, compiled after the |me€W loan to K-F of $10,000,000 for | loan, the RFC said, is a first lien on as as 
new Golden Anniversary cars were|the wholesale financing of K-F all the physical assets of Kaiser- vertisis 
introduced, totaled 50 ” eahte 15 | cars. |Frazer Corp. and its subsidiaries, 9 Cc 
L-M DEALERS' COUNCIL HOLDS 4th SESSION—Members are shown with Ford and|5UPers and three Customs. None of the loan can be used |including land, buildings and ma- fens 
Lincoln-Mercury officials following the annual two-day conference in Detroit. Left to right: On many less costlier models for| for the financing of retail sales, |chinery at Willow Run. wieVelE 
A. H. Crowley, L-M assistant sales manager; J. Raymond Young, St. Paul; C. F. Turbiville, |...) ; : : but Automotive News learned | * * * ing m 
Houston; G. V. Tribe, Ogden, Utah; Benson Ford, vice-president and general manager, L-M which no breakdown 1s available, . ee ; > Corp. 
division; E. R. Breech, executive vice-president, Ford Motor Co.; F. C. Grismer, Cleveland; | increased local and national adver- also that it can be used only for Tacs properties, the RFC ex- nate 
K. ¢. compton, Lawrence, Mass.; John F Dell, Cincinnati; Glenn H. Smith, Des Moines: tising by dealers and factories ap- |~ pow plained, are worth $58,000,000, if Motors 
. W. Ostrander, L-M manager of operations; John R. Davis, sales vice-president, Ford ; the auto firm is a going concern. 
Motor Co.: Earl Bauer, Toledo; C. E. F * Portland. Ore. & 6. pears to reflect greater production ’ 
age E. Beye, LM ~ aunan hie o besiee Beverly rain: pg and sales of these cars. However, no mention was made 
David S. Harriss, Wilmington, N. C Included in this category are the | that the War Assets Administra- 
Plymouth Deluxe coach, Dodge tion, another government agency, 
The New Wayfarers, DeSoto Deluxe and is still the actual owner of much 
: of the Willow Run property. 


1949 Cadillac Series 61. 
Kaiser 


Murphy Will Be Honored 
On Firm’s 80th Birthday 


OMAHA. — Bert Murphy, presi- 
dent of Andrew Murphy & Son 
(Chrysler-Plymouth), will be hon- 
ored Nov. 1 at a public affairs 
luncheon by the local chamber of 
commerce. 

His firm will hold open house 
K-F HOLDS SALES PARLEY IN WILKES-BARRE—Walter deMartini, director of sales for| for its customers and give away 


Kaiser-Frazer Corp., addressing K-F dealers at a regional sales meeting at Cresko Motors, 
Wilkes-Barre (Pa.) distributor for northeastern Pennsylvania. Facing the camera, left to 





new Plymouth. The affair will cele- 


several door prizes, topped by a/| 








“I shouldn’t think a down pay- 
ment should be necessary in our 
case. We’ve bought three cars from 


K-F bought the bomber plant 
from the WAA about a year ago, 
but reportedly still owes $15,000,000 
on the purchase. 

The $34,400,000 loan is also 
secured by a $15,000,000 guaranty 
of the Kaiser family interests in 
Kaiser Engineers, Inc. 

Further answering critics, RFC’s 
Hise revealed: 

“Henry Kaiser and his family, 
and companies in which they are 
interested, own less than 10 percent 
of the Kaiser-Frazer Corp.’s stock 
The stock is owned by some 40,00/ 





right, are M. E. Farrell, K-F used-car merchandising manager; John S. Cresko, distributor: ’ ’ 
Earl D. Studer, director of distribution; H. A. Tor, Philadelphia regional manager, “and brate the auto concern’s 80th an-|you! You know us both pretty | shareholders.” 
deMartini. niversary. well!” —Bernit THOMAS 
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No Break in Demand... 


Market Only Bent, 
Dixie Dealers Say 


(Continued from Page 1) 


sions. In fact, some dealers pointed 
out it is a natural improvement 
and will gain in favor. 

But many more said that, as 
the market tightens up, they will 
be able to make more deals if 
cars are available with a mini- 
mum of expensive extra equip- 
ment. 

In this respect, it is expected in 
the field that the Oldsmobile 88 will 
be available next year without the 
Hydra-Matic. The 88 is Oldsmo- 
bile’s hottest model, despite the fact 
that some sales have been lost be- 
cause the standard transmission 
was not available this year. 

ca + ~ 


OR instance, one dealer said that 

the state police would buy 88s 
providing they could get theirs with 
standard shifts. 

The market in this southeastern 
area is beginning to feel the effects 
of the cotton-crop failure. A mild 
winter permitted the boll weevel to 
live through and play havoc with 


the crop here, although the south- | 


west had a bumper crop. 

One Alabama dealer asserted 
that “what the farmer owes, he 
owes, and you won’t be able to 
get it out of him for a while.” 
This has hurt the auto market 
indirectly. With the farmers spend- 

ing little, tradespeople have less to 
spend. 

However, all dealers agree that 

the biggest dent in the new-car 


Jobbers to Bid 
For Lost Place 
In Market 


CHICAGO. — Automotive parts 
jobbers last week were given de- 
tails of a comprehensive industry- 
wide advertising and sales promo- 
tion program geared to promote a 
larger share of the automobile 
aftermarket sales dollar for job- 
bers. 

Details of the new sales promo- 
tion campaign were unveiled to 
approximately 200 representatives 
of jobbers and manufacturers from 
all sections of the country, and to 
officials of leading trade associa- 
tions in the aftermarket field. 

The program, endorsed by Motor 
& Equipment Wholesalers Assn., 
National Standard Parts Assn., and 
Automotive Engine Rebuilders 
Assn., was developed by the Auto- 
motive Advertisers Council. 

Theme of the new campaign is 
“Get It From Your Jobber,” a 
theme that is to be carried down 
to the retailer level in the hope that 
jobbers can recapture some of the 
business that has been lost to tire 
and oil companies, chain stores and 
mail order houses, auto dealers, and 
direct factory outlets. 

Walter A. Kirkpatrick, advertis- 
ing and sales promotion manager, 
Wilkening Mfg. Co., Philadelphia, 
was chairman of the meeting. He 
was assisted by C. C. Tapscott, ad- 
vertising manager, McQuay-Norris 
Mfg. Co., St. Louis; Ira Saks, presi- 
dent, Accurate Parts Mfg. Co., 
Cleveland; R. E. Conley, advertis- 
ing manager, R. M. Hollingshead 
Corp., Camden, N. J.; and Duane 
Jones, advertising manager, United 
Motors Service. 














Trade Council. 


market resulted from the drop in 


the used-car market. 
o * 


* 
J pal a lost prospect has a 1941 
ear which he could have sold 
for $1,100. Then he could have 
bought a new one for from $500 
to $900 more, depending on the 
make. 

But, say the dealers, he was too 
smart to trade then. He was going 
to wait until new cars became more 
plentiful. Now his car 
about $600, and some makes of new 
cars have gone up since last fall. 

Consequently, it will cost him 
around $1,000 at a minimum to 
trade. That is just too much for 
many in his position. 

On the other hand, 1946 owners 
are in a fairly good position to 
buy new cars, Since they bought 
new cars, prices have risen several 
times. Therefore many ’46 owners, 
according to the dealers in this 
area, figure that considering what 
they paid, the cost is not too great. 

(More on this southern swing 
next week.) 


Prices 


(Continued from Page 2) 
hold prices, unless the strike goes 
on for a long time.” 
* + - 
prRce Springfield, Mass., comes a 
report that prices of used cars, 
have 


particularly older models, 


dropped as much as 50 percent | 


since last spring. 

Still used-car prices in Spring- 
field and other parts of western 
Massachusetts remain approxi- 
mately the same or somewhat 
lower than prices being charged 
in the Boston area. 

William C. Lynch, president of 
Springfield Buick Co., associated 
with Noyes Buick, which has 
branches throughout New Eng- 
land, said prices on used cars in 
Springfield are on a par with 
those being advertised in other 
New England communities. 

Despite the terrific drop in used- 
car book values, as evidenced by 
a comparison of early and late 
1949 editions of used-car guide 
books, the downward trend doesn’t 
appear likely to continue, Lynch 
said. 

The present prices being quoted 
by the books, and being used by 
most dealers in purchasing and 
selling used cars, seem to have 
reached a competitive level, he 
said. 

New-car dealers are no longer 
looking for much profit in the sale 
of used cars which they take in 
trade, Lynch said, adding that the 
market apparently has returned to 
the prewar competitive position 
with a fast turnover in tradeins 
with a low markup. 


Alabama Jobbers Slate 


Anderson for Parley 

BIRMINGHAM, Ala.—The semi- 
annual convention of the Automo- 
tive Wholesalers Assn, of Alabama 
will be held in Montgomery Nov. 
6-7, according to Natham M. Rob- 
erts, executive secretary. 

John W. Anderson, Anderson Co., 
Gary, Ind., will be the keynote 


speaker at a banquet on Sunday | 


evening. Anderson is a director of 
the Indiana Manufacturers Assn. 
and president of the American Fair 


BINDER for 
Automotive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 


Only recently have we been able to secure 


a quality 


binder which will stand the gaff 


and which we can recommend. This binder 
ic covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 
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is worth | 


Truck Readeo Champs... 





| STRAIGHT-TRUCK CHAMP WINS WITH DODGE—S. L. Moon, a driver for Georgia High- 
way Express, Inc., Atlanta, Ga., has won first in the straight-truck event, driving a Dodge 
6-152 with van-type body. He scored 385 of a possible 400 points. The new national 
champion was congratulated by George A. Orphal (left), assistant director of truck sales 
for Dodge, and by S. E. Pattison (right), Boston regional manager for Dodge, when he 
received his medal and trophies. 








for Dohrn Transfer 
drove 
Winter- 
| berger; Ted W. Paul, Boston branch manager for Reo; Mrs. Wayne Dohrn and Wayne Dohrn. 


TRACTOR-TRAILER WINNER DRIVES REO—Ben Winterberger, driving 
| Co., St. Louis, is the new national champion driver in the tractor-trailer class. He 
|a Reo E-22, powered by the Gold Comet engine. Shown above are, left to right: 
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Car Sues Nou 


r 4 Million, 


Surpass 1929 Record 


(Continued from Page 1) 


|total for the month probably ex-|the average for the first two weeks | 
| ceeded 435,000. in October was 377, compared with 
* ¢ ¢ a weekly average of 354 in Septem- | 
[HERE seems little doubt that | per. 
new-car registrations in Septem-| District of Columbia new-car 
ber and October were over 800,000.| sales for the first 15 days of 
When added to the total of 3,088,649! October totaled 1,038 In the 
new automobiles sold in the first! entire month of September sales 
eight months of this year, the sum | were 2,671. 
jis about 100,000 short of four! September's indicated total of 
million. |some 435,000 new-car registrations 
Only the clouds of the coal and|is far and away an alltime record 
steel strikes throw a shadow over| for that month. Previously, the 
the otherwise bright landscape of | 304,452 new cars sold in September, 
new-car sales for October and | 1929, comprised the greatest total 
November. }ever recorded for the ninth month 
It is probable that mnew-car | of the year. 
deliveries dipped sharply during New-truck sales figures in Sep- 
October in the eastern states as a | tember were also encouraging. On 
consequence of work stoppages ‘the basis of reports from 33 states, 
in the mines and steel mills. |ordinarily accounting for 54 per- 
Business in Pittsburgh, for ex-/| cent of total registrations, prospects 
jample, is at a very low ebb and| are that September new-truck sales 
|new-car sales there were very poor! were over 84,000. 
| in October. ee 


ee | 
| (“LEVELAND, however, reportea| Best Postwar Sales Week 


| \4 1,354 new cars sold in the week! Reported by DeSoto 

/ended Oct. 21, adding that it was} caren : eee dealers re- 
jone of the highest weeks of the| tailed more new DeSotos in the 
| year. ; ; | week ending Oct. 22 than in any 
| _New-car sales in Akron declined | previous postwar week, Sales Vice- 
slightly to 368 units during the! president J. B. Wagstaff reported 
| week ended Oct. 15. Nevertheless, Thursday. DeSoto’s alltime high 
Pe a weekly sales record was set in 1941. 











| Obituaries 


29 


. Tacker 


(Continued from Page 2) 


didn’t go through, we could make 
a lot of money anyway, and come 
back to Ypsilanti and watch the 
rest of the world go by,” Peterson 
said. 

Peterson described how the com- 
pany went about selling accessories 
for non-existent cars. 

Tucker salesmen impressed on 
prospective dealers that they could 
make $42.50 on each $319.10 worth 
of accessories sold, Peterson said. 

James E. Tripp, vice-president 
of Russell, Tripp & Neuwerth, 
agency which handled Tucker 
Corp.’s public relations through 
most of 1946 and 1947, identified 
quantities of press releases used 
to publicize the Tucker car. 

One covered the unveiling of the 
first Tucker auto at a meeting be- 
fore 20,000 people at the Tucker 
plant. The program that day was 
reportedly complicated by collapse 
of the car shortly before the sched- 
uled showing. However, Judge La- 
Buy sustained defense objections 
when prosecution sought to bring 
out questions pertaining to the dif- 
ficulties experienced with the car 
at that time. 

Auction sale of 2,000 Tucker- 
owned car radios, seat covers and 
other accessories was ordered 
Thursday by Federal Judge Mich- 
ael L. Igoe, in charge of trustee- 
ship proceedings. The accessories 
cost Tucker $220,000. 


Goodwill Drive 
Dayton District Dealers 


Sponsor Radio Show 


DAYTON, O.—Sponsorship of a 
five-minute radio program, “Your 
Life and Mine,” has been taken 
| by the Montgomery County Auto- 
| motive Dealers Assn. as part of its 
| widening advertising and public 
|relations campaign to emphasize 
|the importance of the new-car 
|dealer to the community. 

The program, heard over WHIO 
|from 5:45-5:50 pm, Monday 








AUTO BOOKS 


That Should Be in Every 
Dealer’s Library 


These books should be in the library 
of every franchised dealer—available 
to his mechanics and salesmen—the 
knowledge they contain will be valu- 
able when the ‘‘chips are down’’ and 
real competition arrives. 


AUTOMOTIVE FUNDAMENTALS, By 
Irving Frazee and Earl L. Bedell. Cover- 
ing the entire field of automotive main- 
tenance and operation. $4.90 postpaid. 
THE LAST BILLIONAIRE — HENRY 
FORD, By William C. Richards. ‘‘An in- 
formal portrait of an industrial genius who 
was also a most unpredictable human be- 
ing.’’ $3.75 postpaid. 

KNUDSEN, A BIOGRAPHY, By Norman 
Beasley. 397 pages, cloth bound. $3.75 
postpaid, 

AUTOMOTIVE MECHANICS. Wm. E. 
Crouse. A comprehensive and basic course 
on the subject of fundamental automotive 
mechanics, Cloth binding. $5.00 postpaid. 
DEALER BUSINESS COUNSEL, Business 
guidance for automobile dealers. By J. B. 
Van Tassel, Dealer Business Consultant. 
Three books—Book No, 1, $2.00. Books 
2 and 3, $3.00 each postpaid. 

DETROIT IS MY OWN HOME TOWN. 
Malcolm Bingay. A story of Detroit and 
sidelight history of the fabulous motor car 
business, $3.75 postpaid. 

FASTEST ON EARTH, By Capt. George 
Eyston, Complete history of every land 
speed record from 1898 to the present. 
Paper-bound, $2; cloth-bound, $3. 

HENRY FORD—HIS LIFE, HIS WOKK, 
HIS GENIUS. By Wm. A. Simonds, Re- 
printed by Floyd Clymer. Deluxe edition, 








Hanson, 36, and Nephew 


Drowned in Texas 


AMARILLO, Tex.—I. W. Han- 
| son, 36, Oldsmobile dealer in Pan- 
handle, Tex., and his nephew, 
Jerry Hanson, drowned Oct. 23 at 
Buffalo lake near here. 

Another nephew of Mr. Hanson 
was in the boat when it overturned 
but he was rescued. Eleven-year- 
old Jerry was the son of J. E. 
Hanson, brother and business part- 





| Ket’’ turns back the clock during an antique 
automobile parade which ushered in Oil 
Progress Week in Dayton, O. This is how 
Charles F. Kettering, research consultant for | 
General Motors and inventor of the self- 
starter, helped James Melton get Melton's 
1908 International Harvester roadster started 


LANSING.—Howard C. Lisle, for 
45 years manager of the John Bean 
division here, died at his home 
Oct. 12. Mr, Lisle was a vice-presi- 


dent of the Food Machinery & 
Chemical Corp., and also a mem- | 
ber of its executive committee and | 
board of examiners. 





to lead the parade of a score of veterans. 
Lineup included a 1900 Locomobile steamer, 
a 1902 Oldsmobile, a 1908 Zimmerman and 
a 1914 Kissel Kar. 








$4 postpaid. 

FLOYD CLYMER’S MOTOR SCRAPBOOK 
covering antique cars. Order edition No. 1, 
2, 3 or 4—$1.50 each, Deluxe cloth-bound, 
$2.50. Latest Scrapbook Edition No, 5, 
$2.00 paper cover, $3.00 Deluxe edition. 
Steam-Car Scrapbook, $2.00, Deluxe Edition 
$3.00 postpaid. 

INDIANAPOLIS RACE HISTORY BOOK— 
1909 TO 1946, 852 pages, 1,000 illustrations. 
Deluxe edition $5.00, paper-bound $3.50. 
Yearbooks covering race each year avail- 
able—1947, $1.00. 1948—$1.50. 1949 Year- 
book, new and large, $1.50 postpaid. 
FLOYD CLYMER’S TEST REPORT and 
Survey Books on new automobiles. ‘49 


ner of the drowned man. Chevrolet $1.50, ‘49 Kaiser Vagabond, 
* ~ * $1.50, — Ford $1.50. '49 Mercury $1.50. 

“ere 49 Studebaker $1.50, Clymer’s Catalog on 

Head of Bean Division, 1949 U. 8. Built Cars, All makes illus- 
° ; trated with specifications, Postpaid, $2.00. 

H IMINAT THI T ‘ EE 

Howard C. Lisle E ELIMINATED THIS METHOD— "Boss | -OnD OWNER’S HANDBOOK. Couipiete 


service information all Ford cars, '32 to 
‘49 inclusive, Postpaid $1.50. 


CLYMER’S CATALOG on all 1949 British 
cars including photos, specifications and 
prices, postpaid, $2.00, 


BOOK DEPARTMENT 
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Truck Production Estimates 
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Cars and Trucks 
U. S. and Canada... 


Drive, Sterling, Nash. _Diamené T, ete. 


1929 for New 


out in the previous record full year 
of 1929. 

It appeared certain that a vast 
network of assembly lines, respon- 
sible for the employment of nearly 
700,000 workers, would be snuffed 
out of action by the end of Novem- 
wee, o oe * 


LTHOUGH two members of the 

Big Three will operate a little 
longer, Chrysler Corp. planned to 
stop production Nov. 4 at all outlets 
except Plymouth. Plymouth hopes 
to build cars until Thanksgiving. 

In relation to the situation, Pack- 
ard was optimistic over its ability 
to continue to build cars, while 
other independents described their 
particular situation as so insecure 
as to preclude comment on the 
future. 

All General Motors plants went 
on a four-day basis this week. 
GM privately hopes to stretch 
steel supplies until time for 1950 
models to be placed in produc- 
tion. 

Ford has already announced 
plans to continue production until 
the middle of the month. Probably 
because the steel situation has re- 
sulted in serious complications, 
Ford along with Chrysler has had 
very little to say about 1950-model 


plans. 

a 7 . 
Packard reaffirmed an_ earlier 
forecast that it could operate 


through November on recently cur- 
tailed schedules, barring a possible 
failure of supplier channels. Only 
a week ago Packard had to close 
two days for lack of bodies, but 
this was blamed on a labor dispute 
rather than a material scarcity. 
Studebaker, as of last week, 
had not yet suffered any produc- 
tion interruptions. Barring short- 
ages of steel at suppliers, 

Studebaker officials said, the 

company hoped to continue oper- 

ations for some time. Studebaker 
spokesman declined, however, to 
make any official forecast. 

With the same supplier reserva- 
tions, Hudson also hopes to keep 
going at least through November. 
Hudson currently is scheduling 
about 500 cars daily, but often fails 
to attain that goal. 

Nash declines comment on its | 
steel position. However, it is be- | 
lieved that Nash can probably con- 
tinue to operate through the better 
part of November. 

* * 





* 


Ywutrs resumed production last | 
week after a week shutdown, 
ostensibly because of the steel situ- 
ation. But as previously reported, 
Willys’ October plans had earlier 


Shell Raises Gas Prices 


Following Tenn. Cut 


CHATTANOOGA, Tenn.— The 
Shell Oil Co., following a 2.5 cents 
per gallon price cut 10 days ago, 
announced last week that a 1.2 
cent price increase will be added 
to the lowered price structure for 
Chattanooga and vicinity. 

















189,708 117,584 142,292 576,729 4,533,748 5,671,119 
*Revised, Miscetlaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Vehicle Production Tops 


Record 


(Continued from Page 1) 


indicated a shutdown for that 
period, 

Kaiser-Frazer, down last week, is 
slated to be closed again this week. 
K-F officials will not indicate just 
when they think the Willow Run 
plant will reopen. 

Trade sources speculated that 
K-F would probably resume pro- 
duction when distribution to 
dealers of volume stocks of cars 
now in factory hands has been 
completed. 

A check of suppliers last week 
found most of them confident that 
they could fit in with the final- 
assembly plans at auto plants. 

* . + 


| ee GENERAL, it was said, sup- 
pliers of most items will close 
down about three or four days be- 
fore the assembly lines of their 
customers are finally stopped. 

The consensus was that mass 
shutdowns in the auto industry are 
inevitable now, no matter when the 
steel strike ends. 

Inventories apparently are al- 
ready so badly out of balance that 
it will take weeks to get them in 
shape again. 


Classified Want Ads 


Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 
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HELP WANTED 


FORD SERVICE EXECUTIVE. This job 
takes guts, ability and brains. If you're 
a weak sister, don’t bother us! We want 
a young man with ambition whose future 
is stymied by seniority, lack of facilities 
or old fashioned methods, A great op- 
portunity for a service manager who 
wants to succeed. No ‘‘has beens’’ con- 
sidered. Requirements high. We must 
expand service business to justify invest- 
ment in one of New England's newest 
dealerships. About 20 minutes from Bos- 
ton. Potential is here but demands ability 
to develop it. Good salary during six 
months’ trial period. Bonus based on 
results after that. No soft spot! Plenty 
of work properly supervising service de- 
partment employes. If you're the right 





man, yeu'll be glad you replied. Send 
photo with qualifications, Box 3525, c/o 
Automotive News’ Detroit 26. | 





Service Manager Wanted 


Small Connecticut Town 


Week Week Jan. 1 Jan. 1 
Ended Same Ended Oct., to to 
Oct. 29, Week, Oct. 22, 1949 Oct. 30, Oct. 29, 
1949 1948 1949* to Date 1948* 1949 
CHEVROLET ........ 5,763 8,201 6,222 26,088 328,999 337,486 
ee w 22 10 36 2,475 310 
EWE tees 102 247 85 845 5,957 3,178 
DODGE ........ 2,768 3,762 2,790 10,935 138,650 130,630 
TS ee 35 30 35 126 3,632 1,343 
ET vg cud ree ve bases 5,443 4,197 5,345 21,590 268,788 208,445 
0 EE reer 1,228 2,101 1,213 5,485 78,0385 74,130 
INTERNATIONAL Cee eeu 854 2,219 188,625 101,092 
CE Cee hee e ere ote 178 165 151 676 10,833 6,102 
 Mibiet bkSaC 6866000 6 51 259 46 240 10,326 8,141 
STUDEBAKER ........ 1,021 1,636 ° 1,013 4,093 54,458 56,280 
EE dv ntsrevew seeds 195 247 196 744 10,367 6,967 
WUREMEEED cbdevcscocees 1,276 eee) toa 8,811 90,727 43,452 
MISCELLANEOUS 341 140 353 1,456 18,073 17,208 
Total Trucks, U. S. 18,870 22,601 18,313 77,794 1,154,945 989,764 
Total Cars, Trucks 
PM 65450 6éeeeees.e0r 134,159 111,388 135,724 551,608 4,325,076 5,426,733 
Total Cars, Trucks 
SEED cteWsievessens 5,544 6,196 6,568 25,121 208,672 244,386 
Grand Total, 








Authorized New Car Dealer 


Excellent salary plus substantial bonus 


| 
arrangement. Job has unusual possibilities | 


for increasing your earnings capacity. | 


Reply Box 3535 E 
c/o Automotive News 
Detroit 26 
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HELP WANTED 








GENERAL SALES MANAGER WANTED 
Special top flight sales executive for one of 
the largest Chevrolet dealerships in one of 
the southeastern states. The man who will 
qualify to fill this ae will have the most 
unusual opportunity for future advancement. 
He must be between 35 and 45 years of age 
and will of necessity be of proven executive 
caliber. Should have pre-war sales experi- 
ence, preferably with a Chevrolet organiza- 
tion, in selling passenger cars and trucks. He 
must be an excellent closer, able to accept 
responsibilities, initiate policies and above 
all, an efficient and able appraiser of used 
cars and trucks. He must be able to assist, 
direct and train eight new car and truck 
salesmen and coordinate this organization 
with the used car organization consisting of 
used car sales mana and five used car 


er 
Only a so el honest and trust- 


salesmen. 
worthy man need a Earnings will be 
commensurate with a fit, and job perform- 


ance. In reply send comeiete personal data 
and past records to— 

Box 3536, c/o Automotive News, Detroit 26 
All replies will be held strictly ‘confidential. 


GENERAL MANAGER, Here’s an excep- 
tional opportunity for an aggressive man 
who is desirous of going into business for 
himself. Must be capable of originating 
and negotiating the purchase of a ‘Big 
Three’’ dealership, now in operation in 
a city of 200,000 population or larger 
or who is at present successfully man- 
aging such a dealership, the owner of 
which wishes to sell, Must be familiar 
with all phases of automobile merchan- 
dising and management. Will purchase 
the business, provide working capital and 
operate on a profit sharing basis. This 
deal is offered by a party who is pres- 
ently and has been engaged in the suc- 
cessful operation of a large well 
established dealership for over 20 years. 
Write Box 3527, c/o Automotive News, 
Detroit 26. 


BUSINESS MANAGER AND SALES DI- 
RECTOR, Immediate opening available 
with one of the leading independent 
automobile dealers. Dealership consists 
of large operation in Chicago. Need serv- 
ices of man who can act as business 
manager and assist in sales direction of 
new and used cars. Must have thorough 
knowledge of all phases of business. 
Please state all qualifications, past ex- 
perience, age, nationality, etc. Replies 
held strictly confidential. Box 3526, c/o 
Automotive News, Detroit 26. 


UNUSUAL OPPORTUNITY for a live wire 
sales manager, with proven ability, who 
can sell and head up a sales force of 
approximately six men. Must be capable 
of selecting and training a hard-hitting 
selling organization, We are Ford dealers 
and are located in the metropolitan Bos- 
ton area. Prefer someone not over 45 
years of age. All replies treated strictly 
confidential. Reply Box 3512, c/o Auto- 
motive News, Detroit 26. 


OWNER OF VOLUME FORD DEALER- 
SHIP, multiple point, will consider turn- 
ing over complete management to experi- 
enced operator, requiring no investment 
but with contract providing for purchase 
of stock out of bonus until full owner- 
ship acquired. Do not reply unless you 
have had volume experience as sales 
manager plus general management au- 
thority and experience in big operation. 
Applications treated absolutely  confi- 
dential but will not be considered unless 
complete details and photograph supplied. 
Box 3513, c/o Automotive News, De- 
troit 26. 


AUTO SALES MANAGER. One of Chi- 
cago’s oldest and largest automobile 
dealers, handling the ‘‘Big Three,’’ offers 
an exceptional opportunity for a man 
with a thorough knowledge of all phases 
of automobile merchandising. Must be 
capable of directing a large sales organ- 
ization, training salesmen and closing 
deals, Top salary. In reply state qualifi- 
cations, experience and age. Box 3514, 
c/o Automotive News, Detroit 26. 


SALES MANAGER. For new and used car 
sales, Dealer in Boston suburb, handling 
one of ‘‘Big Three,’’ requires services of 
man experienced in sales and appraisals. 
Some knowledge of the new and used 
truck market would be helpful. The man 
selected must come well recommended 
and must be capable of dealing with a 
high-class clientele. All inquiries will be 
treated confidentially, Remuneration will 
be arranged on basis of experience and 
ability. Our employes know of this adver- 
tisement. Box 3515, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER, for Ford dealer in 
town of 125,000, 30 miles from Chicago, 
single dealer point. Only experienced 
need apply. Box 3503, c/o Automotive 





News, Detroit 26. 






POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7'/. cents per word for one 
insertion or two insertions of the same 
copy at 12/4 cents per word. Cash in 
advance. 










| AMBITIOUS YOUNG MAN, college gradu- 


ate (University of Michigan, B.S.E. °47, 
M.B.A. '48), ex-naval officer. Desires to 
return to mid-west with ‘‘Big Three’’ 
dealer, with opportunity for future 
participation. At present with large 
southern Ford dealer. Box 3516, c/o 
Automotive News, Detroit 26. 





DODGE PLYMOUTH PARTS MANAGER, 


distributor experienced, 10,000 monthly 
volume with factory background. College 
trained, responsible family man, 38, 
prefer Detroit zone. Box 3533, c/o ‘Auto- 
motive News, Detroit 26. 


POSITION WANTED 


TRUCK MANAGER. Fast-moving, reliable, 
25 years’ wholesale and retail exclusive 
truck selling experience. Excellent per- 
sonality, sober, capable managing volume. 
Prefer Ford, Chevrolet, Dodge—South- 
west or Southeast. Reason desire change, 
frozen incentive. Outstanding record and 
references. Available thirty days. Box 
3508, c/o Automotive News, Detroit 26. 


PARTS MANAGER, Young man, 26, mar- 
ried, have two children, Twelve years’ 
experience in parts department, seven 
years as Chevrolet parts manager in city 
of 30,000. Average monthly sales of 
$8,000. High school graduate. Bondable, 
can give excellent business and personal 
references, Desire permanent position 
only with progressive Chevrolet or other 
General Motors dealership. Address Box 
3517, c/o Automotive News, Detroit 26. 


SERVICE REPRESENTATIVE. 2% years 
with major rubber company. 28 years, 2 
years coilege, Desires sales or service, 
Detroit area. Box 3518, c/o Automotive 
News, Detroit 26. 


FLEET MAINTENANCE SUPERINTEND- 
ENT. 25 years, specialized shop opera- 
tion, service and factory representation. 
Seeks permanent position near New York 
where efficiency and economy are needed. 
Box 3509, c/o Automotive News, De- 
troit 26. 


DISTRIBUTORS WANTED 


EQUIPMENT DISTRIBUTORS. We have 
territories open for the finest line of 
brake bonding equipment including the 
fastest bonded lining remover on the 
market. Liberal commissions, All in- 
quiries confidential. Address P. O. Box 
619, Ann Arbor, Mich. 











DISTRIBUTORS AND JOBBERS WANTED for 
city, county and state to distribute Schaffner's 
Little Doc Disolvit, mechanics waterless 
handcleaner and our rubbing compound. 
Build permanent repeat business, distribufing 
our products through the automotive hard- 
ware and industrial accounts. Write Schaff- 
ner's, Dept. AN, Schaffner Bidg., Emsworth, 
Pittsburgh 2, Penn. 








DEALERSHIP WANTED 


BIG THREE DEALERSHIP in large metro- 
politan city. Now successfully operating 
large dealership—in business over 15 
years. Can qualify with any factory 
requirements and can pay cash. Prefer 
dealership now under capable manage- 
ment where present manager can be 
retained, Write 3528, c/o Automotive 
News, Detroit 26. 


DEALERSHIP AVAILABLE 


DEALERSHIP, now handling Nash, metro- 
politan area large eastern city. 175-car 
contract. Trade area over 85,000. Gross 
sales 1947-1948 over $290,000 per year. 
Excellent reputation. Modernly equipped 
large show room, service department, 
body and paint shop. Qualified personnel. 
Building lease available. Must qualify 
with factory, Owner retiring. Selling price 
$60,000. Box 3530, c/o Automotive News, 
Detroit 26. 


DEALERSHIP. Southern New Mexico town 
on transcontinental highway. Excellent 
year-round climate, Center of ranching, 
farming and mining. Now hold franchises 
for two popular cars, plus popular truck 
and tractor franchises. Write to Box 357, 
Albuquerque, New Mexico. 


OHIO DEALERSHIP FOR SALE (now 
handling Hudson) in community of 30,- 
000. Approximately 150 car contract. 
Gross sales 1948 over 300,000. First 8 
months 1949 gross sales 278,000. Inven- 
tory, equipment, etc. at cost. Large 
showroom and service department with 
qualified personnel. Good building lease 
available. Illness forcing owner to retire. 
Must qualify with factory. Box 3471, 
c/o Automotive News, , Detroit 26. 


OUTSTANDING FACILITIES. sa; 000 
square feet, corner location second to 
none. Central city, 300,000 population. 
Outstanding diversified industrial and 
farming community, Will sell at actual 
value — parts, accessories, machinery, 
tools and equipment, Present franchise 
and parts, wholesale with lease can be 
assured if qualified. Will discuss reasons 
for selling. Box 3521, c/o Automotive 
News, Detroit 26. 

GEORGIA DEALERSHIP, now handling 
Chrysler - Plymouth. A money-maker. 
Gross 8 months this year $300,000. Mod- 
ern building and equipment, used car lot. 
Price $68,000 or best cash offer. Box 
3519, c/o Automotive News, Detroit 26. 


DEALERSHIP, now handling “Lincoln-Mer- 
cury. Town of 15,000, 11 counties, pros- 
perous business, rich farming-manufac- 
turing area in Tennessee, $23,500 cash. 
Box 3520, c/o Automotive News, De- 
troit 26. 

NEW CAR DEALERSHIP. Central Penn- 
sylvania, now handling Studebaker. One 
of ‘“‘Big 3°’ also available. Building 3 
years old. Business showing a nice profit. 
$22,000 buys complete deal including 
building. Write Box 3506, c/o Automo- 
tive News, Detroit 26. 

















UNUSUAL OPPORTUNITIES 
Dealerships 





Small town, now handling Ford $50,000 
Major city, now handling Beier. « « « $90,000 
Major city, now handling Crosley . * 3a's00 
Dealerships bought, sold and financed 

anywhere in the U.S.A | 
Subject to factor confirmation | 

BOB BYERS XND 

Established tear 

61 N. 3rd St. Columbus, Ohio 









wat | 


DEALERSHIP AVAILABLE 


DEALERSHIP FOR SALE. Want to get 
out of that snow this winter? Consider 
this dealership, Available excellent loca- 
tion in sunny year-round southwester: 
city of 125,000, now handling Kaiser 
Frazer but have local openings for at 
least two other franchises, both desir- 
able, for which present facilities would 
be suitable. This business will be sold at 
inventory only—no blue sky, and includes 
satisfactory lease on almost new build 
ing. Business positively must be sold and 
will go to highest bidder. If you con 
template a move, why not here? You 
can’t afford not to investigate this dea: 
Complete details on request, Box 35382, 
c/o Automotive News, Detroit 26, 


VHIO DEALERSHIP. Handling 2 cars oi 


































**Big Three.’’ College town — excellent 
trading territory. Will sell or lease real 
estate, business at inventory value— 


approximately $45,000, Box 3531, c/o 


Automotive News, Detroit 26. 


SOUTHERN CALIFORNIA, new car deai- 
ership, now handling ieading independent 
in Los Angeles city. Wil seil or lease 
modern buiiding and adjoining used car 
lot. Parts inventory at cost; equipment, 
furniture and fixtures at cost less de- 
preciation. Established over ten yeurs in 
this one location. Preseni owner retiring 
because of poor health. box 35U5, ¢/v 
Automotive News, Detroit 26. 


DEALERSHIP, now have Ford franchise 
Southwest Ohio trading area—50,00U. 
Approximately 150 unit contract. Net 
protit 1948 over $25,000. Going concern 
with experienced personnel. inventory at 
cost; equipment actual value, Factory 
approved post war building for sale ui 
lease. Lucrative setup for one man 
ownership, Complete details upon requesi 
Reason tor selling, partners have unde: 
consideration larger joint venture, boa 
3529, c/o Automotive News, Detroit <o 


SOUTHERN CALIFORNIA, within 7u miiies 
of Los Angeles, one of ‘‘Big Three.’’ Un 
usual opportunity for qualified buyer tv 
continue business of his choice in wea 
tion with ideal climate, Price $35,uvuu 
Box 35uz, c/o Automotive News, Ve.rvii 


BUSINESS FOR SALE 


FLORIDA EAST COAST GARAGE, sma 
generai repair shop. Well equipped, 
established 12 years. Doing good busi- 
ness and low overhead. box 4023, ¢/v 
Automotive News, Detroit 26. 


GARAGE BUILDING and equipment tor 
sale. Used tor Dodge-Piymouth tor lv 
years and Nash for 3. On Koutes 2vu- 
250-13-61 between Toledo and Clevelana, 





Ohio, $10,000 down, balance like rent 
Box 3524, c/o Automotive News, Le 
troit 26. 


AUTO BUSINESS FOR SALE or trade, in 
good tarming community in small Illinois 
town. Other iines to go along with auto- 
mobiles availabie. Building is approxi- 
mately 5U’ x 150’ including 6 room apart 
ment with bath. Price $12,000. Box 3534 
c/o Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


TIRE RECAP SHOP. Here is your chance 
to buy a complete recapping shop ai 
less than one-half of the original cost 
of $18,000. Shop is just three years old 
and consists of the finest Bacon Molu 
equipment that will handle every size tire 
from 6UUx16 passenger to 1100x22 truck. 
This is your opportunity to get into the 
protitable recapping business with the 
best equipment for a minimum invest- 
ment. For further information write— 
wire or phone Mr. Dye at Webber Mo- 
tors, 2563 Farnam Street, Omaha, Ne- 
braska, Phone WEbster 0900. 


WISCONSIN GARAGES, Garage, nuw sels 
Fords, large city, new building. The best 
garage set-up in state, potential 4Uu cars 
Can be purchased for net worth and 
leased on building or building may be 
purchased, Garage, Northern Wisconsin, 
sells Chevrolets, small town, price $45,- 
000 plus inventory. Garage, now selis 
Fords, 23 miles from Milwaukee, Garage, 
now sells Fords, grosses $400,000 this 
party wants to deal. City of 5,000 





Garage, now sells Chrysler-Plymouth, 
city of 60,000, nets $63,000, lease. 
Garage, now sells Pontiacs, Case farm 


machinery, price $70,000, city of 5,000. 
Ed, Ihlenfeldt, 3314 W. Lisbon, Milwau- 
kee, Wisconsin. 


TOP DEAL OPPORTUNITY to manage 
and buy in. 300-car deal in city of 15,- 
000, not too far from Detroit. Reply Box 
3522, c/o Automotive News, Detroit 26 


DEALER SERVICES 

MANAGEMENT SPECIALISTS, Complete 
operating surveys to improve manage- 
ment, reduce problems, reduce overhead, 
increase efficiency, increase sales and 
establish a sounder operation in all re- 
spects to meet the challenge of 1950 for 
better merchants, Fees based upon your 
own evaluation of savings and benefits 
Automobile Dealers Management Service, 
Suite 455, Paul Brown Bidg., St. Louis. 
Mo. 


INVENTORY SPECIALISTS. Parts and 
accessories inventories taken accurately. 
economically and quickly in Michigan, 
lllinois, Indiana, Ohio, Pennsylvania and 
New York, Talbot's Automobile Dealers 
Inventory Service. 4690 Newport, Detroit 
13, Mich. Phone VAlley 2-9377. 














USED CARS WANTED 


JOE NEWELL ‘‘King of the Cadillacs’’ 
buys and sells more Cadillacs than any- 
one, Write or wire if you have a Cadillac 
or one hundred Cadillacs for sale. 2 
years in the Cadillac business. Joe 
Newell, ‘‘King of the Cadillacs,’’ 6145 
Hollywood Blvd., Hollywood 28, Calif, 
Ph, Hollywood 9-3607, 
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tT 
USED CARS FOR SALE 


\UTOMOBILES WHOLESALE. Buelow 
Motor Sales, Inc. Suburban Detroit's 
iargest Dodge and Plymouth dealer. 
717 Eureka, Wyandotte, Michigan, Wy- 
andotte 5400, Vinewood 1-1124. 


——_—_—————— 

30RD 812 FRONT DRIVE. Custom sedan, 
good condition. R. D. Pennell, Box 25, 
Van Wert, Ohio. 


USED CARS FOR SALE 


AUTO AUCTION 


Only Dealers Buy 
Privates and Dealers Sell 


Montpelier, Ohio 


EVERY MONDAY AT 12:30 P.M. 


Long distance telephone—9009 
Sunday & Monday 
Week days 37 or 614F2 


We have never missed a Monday 
(Since Feb. 3, 1947) 
We are proud of this record 


We for a fee and complying with our 
regulations insure your payment on 
car or return of car to our lot as 
provided. 

Come early in order that buyers can 
inspect. 


$5—Not Sold $10—Sold 


Western, Southwestern & Southern 
buyers always attending 


MONTPELIER 
AUTO AUCTION CO. 


Woodruff, Jenkins and Drake 





ATTENTION DEALERSIII 


1947 PACKARD CLIPPER 6-CYL. 
4DOOR SEDANS, for only....... 


Also . . . AT GREATLY REDUCED PRICES 
1947 CHEVROLET - FORD - PLYMOUTH 
4 DOOR SEDANS 
Excellent Bodies -:- Good Motors 
All Cars Formerly Used for 
Cab Service in Phila. 


Phone or Write: 


THE R. A. COMPANY 


0038 CHESTNUT ST. @ PHILA., PENNA. 
EVergreen 2-0400 — Herbert Cole 
SHerwood 7-1700 — Morris Freedman 















AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
Y_ Mile East of Illinois State Line 
On Route 30 





















BUSES FOR SALE 


FOR SALE. New 48-passenger school bus, 
Superior body, Chevrolet chassis. Com- 
plete equipment. Thomas Larson Chev- 
rolet Co., Valders, Wis. 


TRUCKS WANTED 


TRUCKS WANTED. Gasoline or Diesel, 
new and used, all makes and models, 
% to 10 ton, Trailer wanted, Lowboys, 
automobile transports, vans, all makes 
and models. Write or call Bill Fishel, 
Vandeventer Auto Sales, 717 S. Vande- 
venter, St. Louis, Mo., Phone Franklin 
1750. 


| SEVERAL WRECKED OR BURNED F7 
| and F8 Ford trucks wanted at once. 
Wire, write or call description and price. 
R. W. Adee, Box 1, Belle Fourche, 8S. 
Dak. 





TRUCKS FOR SALE 


NEW 1948, two-ton Chevrolet truck, stand- 
ard cab, 148” wheel base, 1805 truck 
steel conversion unit, equipped with 
double frame, radius rods, heavy duty 
rear axle with Clark wheels, 9.00 x 20 
dual rear tires, 8.25 x 20 front tires, 
4-speed transmission, heavy duty front 
and rear springs, tachometer, heater, de- 
froster and cab lights for $500 less than 
cost. Phone 115, Breckenridge, Michigan. 













ONE—New 1948 Chevrolet forward control 
medium duty %-ton chassis, Tires—five 
15”, 6 ply. Model No, 3742 with a Boyer- 
town body, model No. M9. Will sell 
below dealer’s cost. Midtown Chevrolet 
Company, Marion, Ohio. Phone 2382, 


TRUCKS 
FOR SALE 





ANTIQUE CARS WANTED 


WANTED. Model T Ford, brass radiator, 
no junk. James McKain, 4833 Perrys- 
ville Rd., Pittsburgh 29, Pa. 

MISCELLANEOUS 
grinding and _ metalizing. John P. 
Hughes Motor Co., Inc., 300 Commerce 
St., Lynchburg, Virginia. 


FORD TRUCK SIGN, manufacturer Mul- 
holland, model OT-30 ten foot outdoor. 
New, never uncrated. Reasonable. Mid- 
town Motors, Inc., Bigelow Blvd. at 
Tunnel, Pittsburgh 19, Pa. 

FIRE EXTINGUISHERS, NEW — CO2s, 
foam, carbon tetrachloride, soda and 
acid. Big savings. Tow Bar Sales Co., 
40 South Clinton St., Chicago 6, III, 





SAVE $$$ BUY DIRECT 


Automatic «saPiscasy BraKinGs 


Complete with Controlled Steering 354% 
Guide Cables & Brake Hook-Up 


“AM D senerenauen $100.00 
os DEALS 000 $295.00 
Tow Bar Sales Company 
Direct Factory Distributors 


DE 2-0700 - 0702 Nites DO 3-8373 
40 SO. CLINTON ST., CHICAGO 6, ILL. 
Denver: KE 2323 — Los Angeles: OL 9782 





31 


MISCELLANEOUS 


WANTED 
AUTO LITERATURE 


Organization forming automotive library 
needs new or used copies of out-of-print 
books. 


Smith's “Marketing of Used Automobiles” 
FTC's “Report on the Auto Industry” 
Epstein's “The Automobile Industry” 
Cohn's “Combustion on Wheels" 
Seltzer's “A Financial History of the 
American Automobile Industry” 
Write Box 3476 
c/o Automotive News, Detroit 26 











ATTENTION CAR DEALERS 
1,000 recap tires—$3.95 each. Surplus stock 
Your choice 550/16, ons onl 700/15. 
20% of order can be /\6. Goodyear & 
Firestone deep tread designs. Terms 25% with 
order or deduct 5% for check in full. 
Immediate shipment. 


BECRAFT TIRE CO. 
162-166 E. Market St. Corning, N. Y. 














UNUSUAL 





EVERY FRIDAY... 11 A.M. 
175-CAR AVERAGE 


Year's Percentage Sold Above 63% 
Dealers Buy - - - Dealers Sell 


3£O. LAWSON—Owners—BUD FENNEMA 
DUTCH STUART, Auctioneer 


Dyer Auto Auction 


(Co-Partners) 








6 Chevrolet Trucks for Sale 


$100 Below 
Dealer Cost 





LARGEST PENNSYLVANIA 


AUTO AUCTION 


OPPORTUNITY 


Prominent Miami Beach Automotive 
Building including modern show- 
room. Highly profitable car rentals 
& sales. Potential dealer franchise. 


Phone 4111-405! DYER, IND. : 
: VERY FRIDAY NOON 3 Chevrolet 3%, Ton Model 3742 with 
Ree easing Hh tee a " Olson Kurb-Side Aluminum Body. 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 








| nathan 
- AUCTION 


—AI— 


Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 
& AUCTION, INC. 


Phone 202-W4 








HORSEHEADS, NEW YORK 
EVERY FRIDAY 


Philadelphia’s 
DEALER AUCTIONS 


Every Tuesday and Thursday 
12 NOON 


Harry D. Gilbert 


Automobile Auctioneers 
6600 N. Broad st. Phila., Pa. 





DANVILLE, PENNA. 
EVERY WEDNESDAY 





You will always find real action at 
both these auctions. 


R. D. WEST, Prop. 


PLENTY OF CARS AND BUYERS 
i Jos. E. Johnson Ton Richard WEEKLY PRICES name ON REQUEST 
; Auctioneers 


Tel. Livingstone 8-3000 





KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 
In Continuous Coeretien Since 1943 
EVERY THURSDAY 
testers Meet at the Cross-Roads of America 


INDIANAPOLIS, INDIANA 


AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 


ALBANY, N. Y. 
(For Dealers Only) 
EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 


Col. R. V. M 


artin, Auctioneer 
915 N. Ulinois St. 


Phone Lincoin 5383 














USED CAR BUYERS 
DO YOU NEED CARS? 


MANI WE GOT 'EM — ANY MAKE, ANY MODEL 
AND PRICES YOU'LL LIKE. 
We are strictly a volume dealer. That means we must move used cars fast 
regardless of profit or loss. Carrier service or bring your plates. 
Holel Reservations — ‘‘You Deal — We'll Wheel" 
Call, Write or Wire 
A. J. Glanville — D. S. Myers — Gene Pierpont 


HULL-DOBBS, INC. 


World's Largest Ford Dealers 
1017 KENMORE BLVD. 










AKRON, OHIO PH. SH-1186 









WANTED: automotive propucts to seLt 


Large, long-established manufacturer of automobile parts and 
accessories (AAA-1) offers services of sales organization to 
one or two makers of related products. Present line now selling 
both for original equipment and to nearly 2,000 warehouses 
and service distributors who serve car dealers, garages, service 
stations and other retail outlets. Complete national and export 
coverage; will assume sales, advertising, sales promotion re- 
sponsibilities. If your product is automotive and you're handi- 
capped by lack of adequate sales coverage, write in confidence 
Box 3498, c/o Automotive News, Detroit 26. 





3 Chevrolet 1-Ton Model 3942 with 
Olson Kurb-Side Body. 


Rhodes-Walker 
Chevrolet Co. 


210 McCorkle Ave. Telephone 43-466 
South Charleston, W. Va. 














FOR SALE — NEW 


3-ton model EF Mack truck; 162 inch wheel- 
base, monoshift transmission, dual reduction 
rear axle. 

Two-ton Chevrolet Truxmore unit—takes 18 
foot body. Harley Davidson Deluxe Hydro- 
glyde model 74, overhead valve motorcycle. 


Make us an offer. 


BURNS CHEVROLET CO. 


IRONWOOD, MICHIGAN 





PARTS FOR SALE 


BUICK SHORT BLOCKS, brand new and 
standard throughout, no used or rebuilt 
parts, includes pistons with fitted pins, 
rings, main and camshaft bearings. Does 
not include crankshaft, camshaft or rods. 
List price $173.25 — price to retailers 
$79.50 f.0.b. Des Moines. For Buick 
special and super, 1936 to 1947 inclusive. 
Howard Sole, Inc., 401 Grand Avenue, 
Des Moines, Iowa. 


~ BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Wholesalers: We Are Quantity 
Shippers of All General Motors’ 


Parts. . - Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 
“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 








MANUFACTURERS AGENTS WANTED 


PORTABLE KEY SAFE. Fast selling 
specialty to auto dealers everywhere. 
Keeps keys in order, prevents loss. Write 
for sample picture and details. Weil’s, 
20 South 2nd St., Philadelphia 6, Pa, 








TRUCK PARTS FOR SALE 


NEW ARMY-TYPE TRUCK PARTS. Inter- 
national—front spring, Int. 6x6, part No. 
109302HB, $5 each. Dodge % and % ton 
4x4; rear spring (complete), 920204, $2 
each; front hub & drum assembly, 598- 
787, $2.25 each; 750x16 lock ring, 589- 
723, 50 cents each; transfer case housing, 
924422, $1.50 each; rear axle shaft, 921- 
659, $2.25 each. Chevrolet 4x4: gasoline 
tanks, 3664051, $5 each; glass channel, | 
2081375, 20 cents each, G.M.C, 6x; rear | 
axle shaft, 1797606, $5 each; rings 210- 
4972 .040, $1.50 set. Jeep; differential | 
kit, GPW18389, $5 each. All prices | 
F.O.B., Jackson, Mississippi. Subject to 
prior sale. Luther A. Smith Auto Parts 
Co., P. O. Box 1004, Phones: 2-1218, 
Jackson, Mississippi. | 








SHOP EQUIPMENT FOR SALE 


VAN NORMAN No. 222 connecting rod | 
grinder, complete with tool sharpener | 
attachment, Delta 11” sander, Dunmore 
No. 5 grinder, K R Wilson 3-ton Arbor 
press, 20x18 steel stand with drawer. 
Original cost $2,848. Used only two and 
a half years—excellent condition, Avail. | 
able only because engine rebuilding dis- 
continued. Complete unit $1,500 crated 
f.o.b. Portland, Champion Motors, Inc., 
530 Forest Avenue, Portland, Maine. 














EXCLUSIVE WITH 


MARION BUTLER, Realtor 


1616 ALTON 


ROAD 


PH. $-68407 


MIAMI BEACH, FLA. 


AUTO AUCTION 


IN. THE HEART OF THE NATION - - - 


11:30 A.M. 


Call us for Hotel Reservations: 


EVERY TUESDAY 


FORT WAYNE, IND. 


Bring your cars or send them Monday, Monday Nite 
or Tuesday A.M. 


Our guarantee: You must be satisfied. 


EASTBROOK 1254 


FORT WAYNE 


(WEBSTER-MARKER MOTORS) 


AUCTION CO. 


Owners: CARL E. MARKER - DENZIL V. WEBSTER 
COL. CARL E. MARKER, COL. HAROLD STRAIT, Auctioneers 


324 W. MAIN ST. 





FORT WAYNE, IND. 


Maney Motor Co. Auto Auction 


DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) 
Auctioneers: Col. Bill Suddarth and Col Bob Keller 


Every Thursday 
MURFREESBORO, TENN. 
Phone 111 


Every Friday 
HUNTSVILLE, ALA. 
Phone 3188XJ 


Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC 





Send Automotive News to Address Below 


for which check is attached [[] or send bill [7 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Pontiac’s unquestioned public acceptance and 
its unmatched reputation for fine performance 
and dependable long life have built it an ever- 


growing list of loyal owners. 


These repeat buyers, coupled with the many 
thousands who are buying Pontiac as a result of 


friends’ recommendations, are creating a con- 


On of GENERAL 


MOTORS 


tinually expanding market for Pontiac dealers. 


This growing market reflects itself in healthy 
service, parts and used car business for a 


truly sound all-around dealer operation. 


This year, more than ever, Pontiac dealers are 
enjoying a more profitable today and looking 


ahead toa more secure tomorrow. 





cORPORATIOR 


lealers. 


ers are 


oking 





